Read :—“‘Success Stories on Auto Accessories” 


ardware 
Age 


Founded 1855 $3.00 a Year 





Vol. 114 New York, July 31, 1924 


. f - a . 8 
i 7 > F f wh celia Sind 
- P 4 : . bine ae SS opr is 
: Siete > OR a aes eee " 
: so ee ce ee 
4 ! Ln : ; - > a Sela N ‘ ee 
’ > . . Py "he 5 , 
; : zs . DE re eae ‘ 
; : eck Ss oun i 2 
+ % | ‘ rice. (ho. hay 
‘ ee 
: - ~ ‘s Fe ee if 
. ie ie Se, ac d 
* a 5 4 
’ or Sa. ; 
J : é : $ of * 
ua ey ¥ ee ok a ue oy 
' |! “eo , s cos eG ¥ 
u F at ate | te fle ae bn 
. : z sf 
‘ = toe el Fe RR Ee a “o 
\ +; = ng a 4 
: < SARE be a FF 
*. “ee & o* baits AS i PS 
} me . ‘ee 
— 4 m - 5 + ’ 498 
eee X . a : + , a 
> se ¢ . ee 
t f . Fay o a 4 
- * ae. 
ea : we ee Be ae” a 
3 TS a 
a 


in Cleaners and Cash 


PRI LES, (oy, EUREKA 


The greatest sales contest SALESM E fe’ 


in electrical appliance 
history starts this month the reward for effort is so great — and 
Eureka dealers profit accordingly. 








Hot weather has no chance to slow down 


Eureka sales—far from it! Wiping the summer slump out of the sales 


Eurek ; bh calendar is just one of the things Eureka 
ee ee a ” hag _— a has done to help dealersto bigger and better 
Ps ae eee oe we grest Fer- electric cleaner business, and just one of 
summer Sales Contest during July and 
many reasons for Eureka supremacy. 
August—a contest where every man and 


woman selling Eureka Vacuum Cleaners at ——_— oe 
retail has a chance to win and knows it. ; 
ager will be glad to show / 
« 
N) 
{] 


To the 4,000 Eureka dealers, this record- you what Eureka offers p> 
smashing contest brings real summer sales you. Write the factory | KC 
volume. There can be no let-down when for an appointment. 


EuREKA VAcuUM CLEANER Co., Detroit, U.S. A. 


Makers of Electric Vacuum Cleaners since 1909 
Canadian Factory, Kitchener, Ont.; Foreign Branch, 8 Fisher Street, Holborn, London, W. C. 1, England 


Cahe Grand Prize It Gets the Dirt 
CUUM CLEANER ; 


Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street New York, N. Y., U. S. A. 
Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 
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Twenty-six piece set of the new Ancestral pat- 
tern in chest—silverplate and chest together for 
the price of silverplate alone—is a combination 
that sells itself. 


*@ > aye - ~~, e? Alin . 


A wonderful merchandising opportunity! f 
Ask your jobber or write Sales Promotion Department. ) 
INTERNATIONAL SILVER Co., Meriden, Conn. ) 
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V & B Vanadium Hammers are dis- 
tinctly the choice of the carpenter. 


from special V & B formula 
steel, handled with the finest 

ji. second growth white 
ected and approved 
aboratories they 
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The patented sar SS expansion 
Wedge firmly locks adie. ti: 
and is absolutely positiv® 
a tight head at all times. 


The octagon neck and round faced f 
tern is neat and practical, and the 
special non-slip claw firmly grips either 
a brad or a spike. 


The wax hole is a feature especially 
appreciated by those who work with 
hard wood. 


The special shaped handle and head 
of the tool gives a hammer of min- 
imum vibration and nice balance—has 
created a steadily growing demand. 
Stock them—it pays. 











VAUGHAN & 








BUSH 
MANUFACTURING COMPANY 
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(Makers Of ' Fine Foots 








2114 Carroll Ave.~ 


~ Chicago, Ill. U.S.A. 
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The live hardware 
dealer says: 





‘‘Here Is a Little Canning Factory— 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 
Makers of these famous 
brands of Garden Hose 

BULL DOG, 

GOOD LUCK 

and MILO 
Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 


“I am selling quite a number of 
these domestic size pressure cookers 
for canning and general use. 


‘“* These enable the housewife to can 
under steam pressure just like a com- 
mercial canner. This is a great help 
with non-acid vegetables and meats. 
The product is fine, uniting the 
housewite’s careful methods with the 
quick and sure sterilization of the 
factory. 


‘‘A pressure canner, glass jars and 
GOOD LUCK rubbers take winter 


out of the home menu.’”’ 
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Ikins SilverSteel Saws 


ToMy Fellow Hardware Dealers” 


WINNER 


A. D. DANIELL 
c/o JOHN PRITZLAFF HDWE. CORP. 
La Crosse, Wis. 


Mr. Daniell is certainly a booster for Atkins 
Silver Steel Saws. He covers practically every 
good reason why a hardware jobber or dealer 
should handle them. Unless Atkins Saws are 
everything we claim, dealers throughout the 
country would not write iis letters recommending 
them to other dealers. 

Put in a stock of them and be convinced that 
they are “The Finest on Earth.” 


HIS LETTER 
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E. C. Atkins & Co. 
Indianapolis, Ind. 
Gentlemen: 


< herewith set forth my reasons for desiring to sell the Atkins Silver Steel Saws and recommend 
them; viz: 

First, because Atkins Saws are extremely popular with the average hardware dealer and carpenter, 
and are famous the world over because Atkins made them so. The selling assistance, co-operation, 
guarantee, ever visible advertising and straight forward policies of this great company are reasons 
enough to be sure why I like to sell the famous Silver Steel Saws. 


They are sold only through the hardware jobbers, the legitimate channel of distribution for all 
manufacturers, not through the “butcher, the baker or the candle-stick maker.” 


Second, because Atkins Silver Steel Saws are quality saws from blade to grip, the handsome 
Damaskeen and Mirror finish, Perfection handle, perfect taper grinding, accurate set and its ever- 
lasting blade of Silver Steel, the process of its manufacture known only to the makers of this fine 
saw. 


When offering a merchant something that is good, he receives all that he pays for, plus some in- 
terest in the bargain, and he will get just that when he buys Atkins Silver Steel Saws. 
Sincerely yours, 
JOHN PRITZLAFF HARDWARE CO. 
A. D. Daniell. 


A FEW POINTERS ON ATKINS NO. 24 CABLE SAW. 


A very useful and essential saw for cutting cable. Made of 
Silver Steel, equipped with a beech handle fastened to the 
blade by two brass screws. Blade is 16” long, one side toothed 
10 points to the inch and the other side 13 points to the inch; 
214” wide at butt and %” at point. If you have an electrical 
trade, you will find this saw a very profitable one. 





EK. C. ATKINS & COMPANY 


Established 1857 


Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People”’ 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory: Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis — New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. 


ATRINS ALWAYS ABMEAD’ A 
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Tell Your Customers 


that in putting up screens it is not necessary to have them 
disfigured later by streaks of rust coming from the heads of 
the tacks used. 


They can buy Atlas RUSTLESS Tacks and avoid this. 


They will be glad to accept your advice and thank you. 





—eeer_ 


Rustless Tacks 
Aeroplane Japanned 


Golden Eagle Electro 
Brass Plated 


Plymouth Rock Copper 
Plated 


=r. 





Tacks for every purpose 


ATLAS QUALITY 


ae 


Rustless Tacks 
Aeroplane Japanned 


Golden Eagle Electro 
Brass Plated 


Plymouth Rock Copper 
Plated 


—aee 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 
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Black Diamond 
Files 























Help the Workman 


They cut so smoothly, so 
evenly and so.keenly that they 
give the workman confidence. 
That’s why they ask for 
BLACK DIAMOND Files by 
name --- and usually insist. 


Since 1863 the Standard of Quality 
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G. & H. BARNETT COMPANY 


1078 FRANKFORD AVE., PHILADELPHIA, PA., U.S.A. 


Owned and Operated by 


NICHOLSON FILE COMPANY 
PROVIDENCE, RHODE ISLAND 
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There are thousands of uses for 
CHATILLON 
Straight Spring Balances 





Just think of the many things that are weighed every 
ji day, and then you will realize just why hardware deal- 
Pouiq,|  €£S have been able to make substantial profits selling 
faomex!] Chatillon Straight Spring Balances. 

The Chatillon Line of Straight Spring Balances is 
complete, including balances for every standard use, 
and in all sizes. Each is designed with a background 
of experience that dates back to 1835, which fact in- 
sures to the user a complete satisfaction in the opera- 


tion of the balance. 


jt Chatillon Straight Spring Balances are not expensive; 
(f/f they are durable, accurate, reliable, made of good 


quality materials, selling at a reasonable price. 


a tae 


PAT? DEC.10% 








Vo. 40 

ee Progressive hardware retailers can find many 

pring 9 ° 

Balance purchasers for Chatillon Spring Balances. 
Ask your jobber for complete information and 


prices. 
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. 4 To interest real prospects, 
‘ this advertisement printed 
4 in four colors will appear 
é 
ae Atlantic Monthly 
: ; Century 
% Harper's 
mn 3 Review of Reviews 
| ; , 
: Scribner's 


World’s Work 


te RE 


and also in 


Elks Magazine 
Literary Digest 
National Geographic 
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ECAUSE Russwin Hardware is attractive to those who appreciate 

beauty and design; and because it appeals to those who demand utility 
and service, our advertising message is placed before the discriminating 
buyer who wants the best and gets it. 


That is why Russwin dealers everywhere have felt and will feel the 
results from our campaign to make better business for our dealers. 


Russell & Erwin Manufacturing Company 


The American Hardware Corporation, Successor 
New Britain, Connecticut 
New York Chicago San Francisco London 








HARDWARE AGE July 31, 1924 


pad 
oe 











WA 
* 
\L- 


. tie ee a mem epee A RE eNO, 


~< Z S17, 

Sad SN eS SSS ln: alli: “al 

OSS SOS OS OSSS SO SS SS EF ESOS EOE 84 OF OS FF 44S FOSS S FESS S4SEESAEEE Se @ @eeeeseeee Gaeeee Se Oeeeeaeaee GSeeeaeeaeaea eae @Beeeseonedee ee 6 & o@ 1 

A 
=e 

- i“ 

- 


Ie 








Kt 


% 


Lif 


Li 


ee 


Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 


PROVIDENCE , R.1. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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The Sunbeam “ 
Covers the Field 


Do you know anyone in your territory building a fifty- 
<3 thousand-dollar mansion? Sell him a Sunbeam, for he wants 
what the Sunbeam can give him—plenty of heat all through 
the house, quick heat when he wants it and where he wants it, 
dependable, even, healthy heat. 


S 
S 
KG 
& Do you know anyone in your territory building a five-thou- 
& sand-dollar bungalow? Sell him a Sunbeam, for he wants a 
< low priced heating plant that will give him heat and plenty of 
= it at low fuel cost, and the Sunbeam is the answer. 
cs 
Of 
= 
e 

































Whether for expensive homes, modest cottages, or those in 
between, the Sunbeam covers the field. There is a size and 
type that will solve any heating problem—to the owner’s 
complete satisfaction and the dealer’s profit. You can- 
safely concentrate on the Sunbeam—there’s money in it. 
Write for the dealer plan. 





a THE FOX FURNACE COMPANY, ELYRIA, OHIO 
OH Largest Makers of Heating Equipment 

a Boston Atlanta Cleveland Chicago Denver San Francisco 
za 


a Pipe and Pipeless Furnaces are designed to give long 
life and service and to produce maximum heat from the fuel con- 
sumed. The low price at which they are sold is made possible by 
large quantity production and modern production methods. The 
Sunbeam plant at Elyria, Ohio, covers 25 acres and turns out a 
complete Sunbeam Furnace every three minutes. 


SHINBEAM 
wail AVA 
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REO U.S. PAT. OFF 


The dealer who best serves his wrench 
customers—finds out the work and fits the 
wrench to the job. 


For extra heavy, hard to handle work 
where large nuts and valves, especially soft 
metal reseating valves and unions are used 
—there is no tool so efficient and satisfac- 
tory as the right size Coes Key-Model 
Wrench. 


Coes Wrench Co. 


“In Business Since 184]”’ 


Worcester 


“COES” 
Find Out the Work and Fit the Wrench to It 
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It is purposely built for the severest duty. 

This tool never disfigures the material 
because of its sure grip and positive non-slip 
key adjustment. And the Coes Catalog is a 
real help in determining the proper size, jaw 
capacity and weight of the wrench to use. 

Sizes: 28”, 36” and 48” are standard. The 
72” size is supplied on special order. 

Your Jobber will supply you. 





Selling Agents 


J. C. McCarty & Co. ...... 29 Murray Street, New York 
John H. Graham & Co. ...113 Chambers Street, New York 
Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 


" *’BRIDGEPORT.CONN. 


IRON—STEEL—BRASS—BRONZE 


AND MONEL 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
Quigley, Detroit 


George E. 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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TACKLE BLOCKS 


SHEAVES—SHACKLES 
AND 


OTHER PARTS 


Union S22: Blocks 


For Manila Rope 


~ AMSQO STEEL BLOCKS FORJWIRE ROPE 
CARGO HOISTERS 


Send Us Your Specifications for Special Blocks 





Our 37 Years’ Manufacturing Experience Is at Your Service 











Is Your Stock 
Sufficient ? 


THE UNION LINE 


MANUFACTURED BY 


HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 


PHILADELPHIA STOCK 116 WALNUT STREET 
TELEPHONE—LOMBARD 2145 


1864 Sixtieth Anniversary 1924 
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By Saunders Norvell 


Will be published in Book 
Form. 


Copies ready for distribu- 
tion in October. 


Advance orders now being 
accepted. 


HARDWARE AGE 
239 WEST 39th ST. | NEW YORK CITY 
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One article that 
sells during July 


Sales are pretty slack dur- 
ing July, aren't they? 





Still, there is some satis- 
faction in knowing that 
the warmer it gets the 
better one article in your 
store sells. [he minute 
hot weather moves in you 
know ‘“XXth Century’ 

Water Ciidkes move right out—of stock. 








How you can sell more Water Coolers 


During this month feature *““XXth 
Century’ Water Coolers in your window 
displays. Keep a cooler in your store 
full of ice-cold water for your thirsty 
patrons. Enclose one of the attractive 
folders illustrated above in every state- 
ment you mail to your customers. Send 
the coupon now for a free supply. 


Important—Note! 


Remember this, too, about ““XXth 
Century’ Water Coolers. You buy just 
preceding warm weather and are sold out 
almost immediately. Some turnover! 


There are still 2 good selling months left 
for ‘“XXth Century’ Water Coolers, 
so mail the coupon to the right below. 


Cordley & Hayes 


10 Leonard Street, New York, N.Y. 
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Popular 
Fibre Model 


Made of Fibrotta, a non-conductor of heat, 
this cooler is a phenomenal saver of ice. 


Is finished both in the natural mahogany 
and sanitary white enamel, Metal Coolers 
are finished in white enamel and art green. 


Mail coupon for catalogue and price list. 


Cordley & Hayes, 
10 Leonard Street, 
New York, N. Y. 


Gentlemen :— 


DUS: SOR. Gives vce cs of those attractive cool, 
Also catalogue and price list. 


pure water folders. 
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, The Sandpaper that Satisfies 





Sandpaper plus 
Service equals 
Sales Success 









HE Quality of “Ruff-Stuff’” plus 

the splendid service we render the 
jobbers through our various branch 
houses has built for us a_ successful 
business. 


Similarly, ‘‘Ruff-Stuff” plus service 
can play no little part in building the 
success of your hardware business. 


“Ruff-Stuff’ has the cutting and 
lasting qualities that all your custom- 
ers will appreciate. The matter of 
“Service” in sandpaper selling con- 
sists in having a full line of all grades 
and numbers on hand, coupled with 
the ability to advise buyers the proper 
grits to use for various kinds of work. 





A great “Friend Maker” is “‘Ruff- 
Stuff”’ if you handle it right. 


Order from your _ jobber. Say 
‘“‘Ruff-Stuff”’ on your order, say it loud 
and accept no substitute, for no other 
is nearly as good. 

















brasives (0 


Wisconsin 


ausau 


Wausau 



















Branch Houses Pacific and Mountain States 
WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 
Detroit Cleveland Portlan Denver 


New York Los Angeles 
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Every Automobile Owner 
Is Interested in Insurance 





Every person who buys a car is a prospect for all sorts of insurance. To 
carry protection against each separate risk involves a tremendous outlay. 


When you sell 


NATIONAL GARAGE HARDWARE 


you offer a universal policy—with interest. 


Proper housing means efficient protection against fire, theft and the elements, 
besides all the conveniences of a private garage. 


Each year is a “big” year in the automobile industry; consequently there is 
no limit to the Dealer’s opportunities to sell QUALITY insurance. The price 
of the car “cuts no ice.” The first cost is the least expense—it’s the upkeep 
that counts. 


National Garage Sets are furnished in five different  direct-to-the-Dealer plan. We have no Jobbing con- 
styles and are practical combinations, priced low nections. Shipments are made the day the Dealer’s 
enough to meet every demand—from the conserva- orders are received—the quickest, shortest and least 
tive buyer to the man whose home is the show place expensive way possible. 


of the town. Write us for complete catalog of Builders’ and 


And remember our policy: We deal with you on the Garage Hardware. 


NATIONAL MFG. COMPANY 


STERLING ILLINOIS 

































































View Outside 
Garage 


Exterior of doors shows 
No. 27 Latch and No. 840 
Reversible “T” Hinges 
(8 or 10 inch). 





No. 801 
Garage Door Set 


Packed in neat, strong 
carton, with screws and 
full instructions. 





View Inside 
Garage 


Showing National— 
No. 820 Chain Bolt 
No. 830 Foot Bolt 
No. 5 Door Pull 
Padlock Eyes also 


furnished. 
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What Abandonment of Pittsburgh 
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Plus Means to Business 


HE Federal Trade Commission claims the abandonment of the Pitts- 
burgh plus system of pricing steel will have the following effects: 
Would build up all steel producing and consuming sections outside of 
Pittsburgh. 

Return to the Western and Southern steel users the natural advantages 
of their location. 

Decentralize the steel producing industry. 

Eliminate useless cross hauls of steel by the roads which now exist under 
the plus system. 

Eliminate the discriminatory prices charged by the steel producers to the 
consumers of the same mill. 

Force price competition among the steel producers. 

Save the farmers of the 11 Middle Western States alone $30,000,000 an- 
nually. | 

Eliminate excessive overhead costs which Western manufacturers suffer be- 
cause of Pittsburgh plus. 

Eliminate the necessity of the use by Eastern manufacturers of other 
commodities than steel. 

Restore many Western plants which have been destroyed by the Pitts- 
burgh plus system. 

Eliminate the excessive price paid by the public for steel at all points 
outside of Pittsburgh, such as Chicago, Birmingham, Duluth. 

Eliminate the price concealment of the discriminatory prices charged 
among the various customers of the Steel Corporation and force steel pro- 
ducers to disclose exactly how much they charge for steel and how much 
for actual freight. 

Eliminate the unnatural advantage of Steel Corporation subsidiaries. 

Eliminate the fixed Pittsburgh plus prices among the sheet manufacturers. 

Eliminate the Pittsburgh plus prices in the South and force Southern mills 
to sell all their products f.o.b. mill. 


No. 
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Often Pennies 


“It’s the often penny that’s 
bigger than the occasional dol- 
lar.”” 

The hardware business has 
been built up by the sale of 
equipment and_ replacements. 
Tools, builders’ hardware, farm 
and garden supplies, paint and 
auto parts are all equipment 
and replacements. The hard- 
eare merchant who is selling 
equipment and_ replacements 
and neglecting auto accessories 
is losing money. 




















Rural Hardware Store 
Sells 100,000 Gal. 
of Gas Yearly 


Forman & Mason, hardware mer- 
chants, Centerville, Md., carry a 
$1,000 stock of auto accessories which 
they turnover two to three times a 
year. They also sell about 100,000 
gallons of gasoline a year and about 
100 barrels of oil. 

Centerville is in the center of an 
agricultural section and practically all 
of this gas and oil is sold to farmers 
who own their own cars and tractors. 
There is, of course, a certain amount 
of transient business, but the principal 
part of it is to farmers in the neigh- 
borhood. 

Forman & Mason carry accessories 
primarily as a convenience for their 
customers. The same has been true to 
a large extent of oil and gas. A 
farmer who has a tractor and a car 
comes to town to buy some tools or 
some wire, and if the hardware dealer 
he is accustomed to trade with does 
not carry accessories or gas and oil 
the farmer very soon gets the habit 
of going to the merchant who has all 
of the things that he wants. 

Many farmers like to trade in one 
place. They like to centralize their 
purchases, as it were, and buy all that 
they need at one place. It saves them 
time and trouble and petty incon- 
venience. The hardware merchant who 
fails to carry everything that the aver- 
age farmer is likely to want when he 
comes to town is bound to lose trade in 
the long run. 
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Maryland Hardware Firm Turns 
Its $8,000 Tire Stock 


Four Times Annually 


Easton, Md., carries an $8,000 stock of automobile tires 

which it turns over four times annually by means of 
circular letters to customers, advertising, window displays 
and interior displays. The firm also has an agency for 
Dodge cars. 


© Easton, Ma. & WRIGHTSON HARDWARE CO., 


One of the main reasons for the success that this firm has 
had in merchandising tires is that its salesmen get close to 
their customers. They get to know them personally when- 
ever it is possible. For instance, the firm sells a large 
number of farm implements and a great deal of seed every 
spring to the farmers in the vacinity of Easton. 


The Shannahan & Wrightson Hardware Co. has built up 
a reputation for giving the farmer not only a square deal 
but the best merchandise obtainable at the money. It won 
the confidence of the farmer and maintained it at all times. 
Consequently when the automobile came in and the farmers 
began to buy cars, the Shannahan & Wrightson Hardware 
Co. took over an agency and sold the farmer his new car, his 
tires and parts, his gasoline and oil as well as his farm im- 
plements, seed and household necessities. 


Tires and accessories however are not classified as a 
separate department by this firm but are included in its 
regular hardware business. 


A view of the splendid automobile accessories department of 
Steinman Hardware Co., Lancaster, Pa., which does a large 


annual business in this line. 
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Auto Repair Parts Easy Line 
to Carry and Belongs 


in Hardware Stores 


work this year for the sake of economy and also be- 

cause many of them have learned to like it. This 
means that there will be more small individual sales of parts 
and accessories. The logical man to sell the car owner his 
parts, his tools, his accessories and his general auto supplies 
is the hardware retailer, because the hardware merchant 
carries many items which the car owner needs and which 
the average specialty shop does not stock. 


Mi ve and more car owners are doing their own repair 


There are any number of items in the hardware store 
that in a supply store are automotive equipment. Practi- 
cally all that the hardware merchant has to do is to group 
many of the items that he now carries, possibly add a 
few others and he is ready to start an accessories depart- 
ment. Many dealers say they do not handle auto supplies 
but if they carry lock washers, cotter pins, stove bolts, 
carriage and machine bolts they have auto supplies. 


The major lines of equipment such as jacks, pumps, spark 
plugs; chains and kindred lines always thrive under the 
hardware system of merchandising. So too do hose, pack- 
ing, break lining, fan belts, copper tubing and wire. Ac- 
cessories belong in the hardware store and the hardware 
merchant owes it to himself and the business to which he 
belongs to keep it there. 
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merchandising policy. 





Chandler & Barber Go., Boston, Mass., do an ‘unusually large 
business in auto accessories because of the company’s aggressive 
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Demonstration Sales 


The Carlisle Hardware Co.. 
Springfield, Mass., has sold auto 
accessories for ten years and 
this department of its business 
is still growing. It has been 
part-of the policy of the firm to 
feature and demonstrate special 
lines every few weeks. It was 
found that demonstrations do 
more to increase sales than any- 


thing else. 
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-Aeccessories Convert 
Casual Customers 


into Friends 


G. T. Merritt of the Sparkman Hard- 
ware Co., Sparkman, Ark., attributes 
the growth of his firm’s accessories 
business largely to the fact that it 
handles a clean, comprehensive line of 
up-to-date accessories and to the addi- 


‘tional- fact that it keeps its-prices in 


line with those of larger cities. He be- 
lieves casual customers can be made 
permanent by good accessories. ° | 

By advertising the fact in a: quiet: 
way that prices are right, in conversa-; 
tions with customers and by an occa- 
sional show ecard in the window, the’ 
thought is driven home to the people 
of Sparkman. that they can buy from 
their own local hardware firm the same 
priced accessories as they can else- 


- where. 


Mr. Merritt considers the auto ac- 
cessories department one of the .most 
important in the store and has always 
followed the policy of adding to the 
stock as items are needed and by ad- 
hering to the best lines as closely as 
possible. | 

The auto owner demands and re- 
quires prompt filling of his ordér. The 
store with a stock sufficient to give 
prompt and efficient service will in- 
variably find that the auto accessories 
business is profitable and well worth 
while. Many hardware merchants have 
been quoted as saying that they would 
not ‘let their accessories department 
slump because they are invaluable to 
any retailer for making friends of 
casual customers. 
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Merchandising Problem Today? 


O 
V 
E 
R 
H 
E 
A 
D 








Arthur C. Lamson, Marlborough, Mass. 
—“The greatest problem in merchandising 
today must necessarily differ in different 
localities. I will try and give you my 
views as I see them in Marlborough. 

“We must all recognize that merchan- 
dising is entirely different than it was 
ten years ago, as we have conditions and 
competitions that were not known then. 

“The house-to-house canvassing is in- 
creasing every year. My hardest competi- 
tor, the Electric Light Company, employs 
a man who calls on the family trade con- 
tinually, selling all kinds of electric ap- 
pliances, like washing machines, fireless 
cookers, carpet sweepers, etc. They sell 
on installments, with small payments 
down, and they also cut the prices. I have 
come to the conclusion that the only way 
to meet this competition is to employ a 
canvasser and go out after the business. 

“For the last two years I have sent one 
of my clerks canvassing with a roofing 
paper agent, and the sales have enabled 
me to buy roofing material and paper 
shingles by the carload. 

“The lumber dealers are stocking up on 
wire fencing, paints, builders’ hardware, 
etc., and are selling on a close margin, as 
they consider them as side lines. 

“The chain grocery stores are selling 
aluminum ware, ash cans, garbage cans, 
etc., and with the lines of hardware that 


are being sold by the department stores 
and drug stores it shows that the hard- 
ware dealer is obliged to add new lines 
of merchandise and do more personal so- 
liciting to keep up his volume of sales. 

“The greatest problem of the hardware 
merchant today is his large overhead, 
which keeps him from getting the proper 
return from his investment and energy he 
must necessarily put in his business. 

“I consider a hardware store is the most 
expensive business to run, as we must 
employ good, reliable clerks and pay them 
for their services. The capital invested is 
large, which makes the turnover small. 
Some of the manufacturers list their mer- 
chandise and do not give the dealers large 
enough profit. 

“IT think the hardware manufacturers 
are overproducing, therefore, they are 
selling any dealer whether he is classed 
as a hardware dealer or not, which makes 
unsatisfactory competitors. 

“Another handicap to the hardware 
dealer in the country is the cooperative 
buying associations, who sell direct to the 
farmers for cash at manufacturers’ cost. 

“The only way to remedy some of these 
conditions which I have mentioned is for 
the manufacturers and jobbers to sell only 
to legitimate hardware dealers. But I do 
not think they will ever consent to do 
this.” 





more equal to the rest’ of the world. 


C. J. Prentiss, Van Camp Hdw. & Iron 
Co., Indianapolis.—‘“I think the greatest 
problem today, not only in our business, 
but I imagine in all businesses, is that our 
business and profits have come too easy 
in the last six or seven years, and instead 
of getting back on a practical and eco- 
nomical basis, most of us are looking for 
Moses to lead us out of the wilderness, 
and really we should lead ourselves. 

“If we would only realize that we are 
in for twenty or twenty-five years of de- 
clining market. Of course, we will have 
periods of steady market, with a little re- 
action in advances, but these will only be 
temporary, with a more or less extended 
time of decline and a greater decline with 
each reaction until we get down to a basis 


“Our manufacturers, rather than try to 
cut down their overhead, make new ma- 
chinery to increase their output, cut down 
their expenses, and reduce the price of 
their merchandise. Most of them are try- 


ing to spend what little money they have, hs 


and what they expect to make, in adver- 
tising. In our business wé have got to 
do the same as we are advising the Eu- 
ropean countries to do—is to get their 
budgets to balance and cut their expenses 
below their income, so they can reduce 
their taxes. 

“We have got to work a few more hours, 
We have got to work a little harder, and in 


every other way economize, so that we can 


accomplish these things.” 














q More letters will be published on this question. Watch for ‘them. 
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q When an Out and Out Hardware Retailer Puts “Wholesaler and 
Retailer” on His Stationery 
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Whos Being Fooled? 
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Of course, nobody but himself, and in this article MR. FRANK 


MAPPES tells you why. 


This is the eleventh of a sertes of articles 


by Mr. Mappes, on problems of store arrangement, store manage- 
ment, merchandise display and other timely topics. 
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OO frequently we see on stationery used by 

firms that are obviously retail dealers the 

caption “Wholesale and Retail Dealers in 

Hardware, etc.” Just whom do they expect to 
impress? This certainly does not seem clear on the 
face of it. The folks they buy from? Certainly not, be- 
cause such people have means of knowing whether they 
are wholesalers or not, even though the quantity they 
purchase did not tell them whether the firm is to be 
rated as wholesalers or retailers. If it is intended to 
impress their customers, they will also fall short of 
their expectations because the people buying at the 
store do not need to be told—they are able to judge for 
themselves. Then whom do they fool? Of course, 
nobody but themselves. 

The retailer has a very definite function to perform 
in distribution and, if he does his full share, he is 
entitled to his reward and he will receive it. The 
caption “Wholesale & Retail” when applied to a strict- 
ly retail store is more harmful than anything that I 
know of in creating an undesirable condition in the 
effort of price maintenance. A one price policy is 
without doubt the strongest factor toward gaining 
good will for the retailer. A one price policy is abso- 
lutely impossible to a dealer when by the very nature 
of his semi-publicity that he is a wholesaler also, 
invites haggling. 

It happens quite often that a store which advertises 
itself as a wholesale and retail house has difficulty to 
maintain its retail prices because it invites customers 
by its apparent double standard to try by subterfuge 
and pretense to get lower prices. This, of course, 
contaminates the entire sales organization. Many 
times salesmen give in to customers who claim to be 
entitled to better prices because they operate a peanut 
stand or a shoe-shining parlor, thereby claiming to be 
merchants. Any retail store should stand on its own 
feet and maintain a one-price policy. The jobber who 
also retails has more difficulty in maintaining proper 
retail prices than one who is strictly a retailer. The 
former has two types of customers and it is hard to 
define a line of demarcation between them. He sells 
to dealers and he sells to consumers. There are some 
tricky customers who try, whenever possible, to pose 
as merchants and thereby obtain lower prices. The 


retailer, on the other hand, has just one type of cus- 
tomers, and they are nearly in every case consumers. 
The only excuse for price difference is quantity pur- 
chases, as in the instance of builders, contractors, man- 
ufacturers, public institutions, etc. 

The retailer today is confronted with a condition 
never before facing the retail hardware business, and 
only strict adherence to laid-down policies and prin- 
ciples will result in successful operation. A one-price 
policy gains more confidence in the minds of the public 
than anything that a house can do. Advertising 
quality and service and then having three or four dif- 
ferent prices is not satisfactory. In this connection 
it might be well to relate an incident where, in spite 
of strict adherence to the list prices on a nationally 
advertised line, resulted in quadrupling the business in 


that particular line within a year. This store was one 


of six carrying the line in a city of several hundred 
thousand population. The prevailing discount to con- 
sumers varied from 10 to. 20 per cent from the list. 
This, of course, assured very little net profit on the 
sale of an article wherl the dealer received a discount 
of about one-third off. The store referred to adopted 
a policy of sampling each item in the line and tagging 
each article with the net list price. Carefully check- 
ing up stock once a week enabled them to order fill-ins 
by express or parcei post so that their stock was always | 
in prime condition before the next big day, which was 
Saturday. 

A six-inch scale which was listed at 60 cents was 
being sold in the other five stores for 50 cents. You 
can rest assured that the store trying to sell at list 
price was often reminded of that fact when customers 
came to buy that particular article. The results can 
easily be pictured by relating an experience with a 
young man who came to buy a scale which was tagged 
“60 cents.” He told the clerk he could buy it at any 
of the other stores for 50 cents. When told by the 
clerk that he wuld lose his job if he sold the article 
for less than it was marked, and that the clerks were 
being paid for doing as they were told, and were not 
supposed to know anything (and other remarks in that 
strain—the usual line handed out by a clerk not en- 





(Continued on page 58) 
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Neighborhood Merchandising on 


opinion among city planning ex- 

perts who keep in close touch 
with the trend of things that the so- 
called neighborhood retail establish- 
ment is scheduled to assume greater 
and greater importance as the traf- 
fic congestion in our metropolitan 
downtown cities increases. Many 
hardware merchants throughout the 
United States, realizing the increas- 
ing popularity of the modern store 
located in outlying business and resi- 
dential communities, have taken ad- 
vantage of the situation that is 
developing and have been well re- 
warded. 

There is probably no more strik- 
ing instance of a successful retail 
hardware organization that confines 
its merchandising operations strictly 
to neighborhood locations than the 
Dresslar Hardware Co. of Los An- 
geles. This company conducts three 
neighborhood stores and each is lo- 
cated in an outlying business street 
serving the better residential dis- 
tricts of the city. 

The outstanding feature of the 
Dresslar establishments is that they 
are up to date stores in every re- 
spect. While all Dresslar stores are 
neighborhood stores, they represent 
the most modern type of retail 
merchandising: establishments, with 
thoroughly complete stocks of the 
best merchandise obtainable, and 
with highly developed service fea- 


|° seems to be the consensus of 


a Big Scale 


By ROY ALDEN 


tures. They are metropolitan hard- 
ware institutions in every sense of 
the word, and yet they are all located 
from four to five miles away from 
the main business section of the city. 

Walter Callahan and James L. 
Belt, president and secretary-treas- 








Here Is a Striking 
Example 
QO F a_ successful retail hard- 


ware organization that con- 

fines its merchandising 
operations strictly to neighbor- 
hood locations. The stores of the 
Dresslar Hardware Co. Los 
Angeles, represent the most mod- 
ern type of retail merchandising 
establishments. 








urer respectively, have built their 
organization on the theory that peo- 
ple would just as readily patronize 
neighborhood stores as downtown 
stores if the same ‘wide range of 
stock and the same shopping facili- 
ties and service features were pro- 
vided. That their theory has proved 
true may best be told in the fact 
that the Dresslar Hardware Co. last 
year did a volume of business con- 
siderably in excess of $1,000,000. 
“While our coOmpany will in all 
probability expand its operations in 
the future as it has in the past, all 
our stores will continue to be neigh- 


borhood stores, as we have no inten- 
tion whatever of entering the down- 
town field,” says Mr. Callahan. “We 
are firmly and thoroughly convinced 
that the modern neighborhood hard- 
ware store is becoming more and 
more the favored shipping place, not 
only in Los Angeles, where traffic 
congestion is very serious, but in 
any large city. 

“Emphasis should be given to the 
fact, however, that for a neighbor- 
hood hardware store to realize the 
maximum development of business it 
must be completely modern in every 
way. It has been conclusively proved 
in our organization that the erection 
of a large hardware store in a neigh- 
borhood, and the stocking of a wide 
range of merchandise, proves an ex- 
cellent investment. The fact that 
you may be considerably away from 
the main whirl of things is no longer 
a handicap, but rather an asset. Our 
files of credit customers show hun- 
dreds of people who drive to our 
stores to make their purchases of 
hardware and household accessories 
as far as fifteen to twenty-five miles 
from all parts of the city. They tell 
us they would rather shop at our 
stores, where they will find just as 
large a stock of dependable merchan- 
dise and the same or superior service 
features, as at any downtown 
store.” 

In each of the small neighborhood 
business streets in which a Dresslar 
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Something New in Store Arrangement 


— 


7 HAAS TEAY 


ae a ee 
¥ 


The store was designed by Sales Manager H. D. Sterling and has a 
floor space of 32,996 sq. ft. with a warehouse floor space of 18,000 
sq. ft. 
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; . : ; Three of the many interesting display 
In the rear of the store, showing method of displaying kitchenware, . . 
; 2 fixtures in the new Dresslar neigh- 
brooms, bird cages, etc. A novel broom fixture may be seen in Settee aime 
background of the picture 
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establishment is located these stores 
stand out with striking effect be- 
cause of their size and the many 
touches of down-to-the-minute mer- 
chandising, such as excellent display 
windows, efficient arrangement of 
stock, productive advertising fea- 
tures, etc. Transplant a Dresslar 
store into a downtown location in 
the heart of the business section 
and it would not need any greater 
development of stock or service fea- 
tures than are to be had today in its 
neighborhood location. 

Many nationally known leaders in 
the hardware industry have de- 
scribed the newest store of the 
Dresslar Hardware Co. as one of the 
finest strictly retail hardware insti- 
tutions in the entire country, and 
yet it is a neighborhood store located 
a considerable distance from the 
main business section of the city. A 
brief description of this new store 
will afford a better appreciation of 
what Walter Callahan and James L. 
Belt consider the “winning” type of 
neighborhood hardware store. In 
the first place, the building was de- 
signed solely for use as a straight 
retail hardware store. More than 
50 per cent of the fixtures were of 
special design. All fixtures were 
planned to carry sufficient stock, to 
show all the stock, to promote sales 
through the showing of the stock, 
and to give and promote service 
through the display of the stock in 
departments, allowing a customer io 
easily locate the merchandise in 
which he is interested, and making 
it possible for the salesman to speed 
up the delivery of the merchandise 
to the customer. 

The new Dresslar store was de- 
signed by H. D. Sterling, formerly 
Pacific Coast store engineer for the 
Winchester Repeating Arms Co. and 
now sales manager of the Dresslar 
Hardware Co. The building is of 
brick construction, 60 ft. wide, 200 
ft. deep, ceilings 21 ft. high, with no 
supporting columns in the main 
store. The basement is full size 
with cement floor and with 14 ft. 
ceilings. The entrance is 60 ft. wide 
and 25 ft. deep, giving 736 sq. ft. of 
show window space, and a lobby con- 
taining 560 sq. ft. The combined 
floor space in the new store is 32,996 
sq. ft., with a combined warehouse 
floor space of 18,000 sq. ft. 

In the main part of the store 
there is a mezzanine floor in the rear 
and also over the front entrance and 
show windows. A balcony on each 
side of the store room connects the 
front and rear mezzanine. The main 
floor was planned by Mr. Sterling 
along entirely new lines in hardware 
merchandising. The first 32 ft. of 
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wall space on each side of the store 
has an overhanging balcony 5 ft. 
wide. - Thirty-two feet from the 
front this balcony widens to 8 ft. 4 
in. and extends to the rear mezza- 
nine. On entering, the first 32 ft. 
of wall space on the left side is de- 
voted to the sporting goods depart- 
ment—fishing rods, tackle, guns, 
ammunition, camping equipment 
and athletic goods. The first 32 ft. 
on the right side is assigned to bath- 
room fixtures and electrical appli- 
ances displayed in glass wall cases. 








“While our company will in all prob- 

ability expand its operations, all our 

stores will continue to be neighborhood 

stores, as we have no intention of en- 

tering the downtown field’”’—Walter 
lahan. 
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Where the balcony widens on each 
side of the room the wall cases, 
shelving, sample doors, etc., are 
brought out flush with the edge of 
the balcony, giving a double run of 
shelving on each side of the room. 
In the rear of the store display 
shelving is used for the storage of 
surplus stock. Such goods as bolts, 
fittings and numerous other un- 
sightly lines are stocked back of the 
main shelving in the rear, but easily 
accessible for quick sale. 

Where the balcony widens on the 
left side the tool wall display cases 
start, followed with 76 sample doors, 
with the first 40 doors devoted to the 
sampling of tools and hardware. 
The doors from this point to the 
rear are sampled with builders’ 
hardware, etc. On the right wall, 
flush with the balcony, the wall dis- 
play cases show the lines of silver 
and nickel fancy ware, followed with 
open shelving devoted to miscel- 
laneous household wares. All goods 
such as cleaning supplies and laun- 
dry supplies are allotted to clearly 
defined sections, thus promoting ease 
and speed in shopping. The rear 
shelving, which is flush with face 
of rear mezzanine floor, is devoted 
to paints, brushes, etc. 

Exclusive of side wall shelving, no 
fixture in the main store is of a 
height greater than 52 in., allowing 
a clear view of the store at all times. 

On the main floor are nine 8-ft. 
plate glass floor display cases, five 
of which are of special design to ac- 
commodate cutlery and certain other 
lines of merchandise. There are 22 
special display tables for the show- 
ing of china, glass ware, aluminum 
ware, cast ware, wire goods, clean- 
ing supplies, brooms and brushes 
and numerous other lines of mer- 
chandise. Special fixtures are pro- 
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vided for 5, 10 and 15 cent goods; 
also for auto accessories. There are 
special fixtures for lawn mowers, 
garden hose, lawn equipment and 
garden supplies. One special unit 
shows bird cages and bird acces- 
sories. 

Throughout the entire establish- 
ment there is refreshing efficiency 
that immediately impresses the cus- 
tomer as soon as he enters the store. 

The new Dresslar store, while 
representing the latest achievement 
of this interesting organization, is 
but typical of all Dresslar establish- 
ments, as each store is a modern re- 
tail hardware store in the fullest 
measure. 

There is an interesting story that 
lies behind the creation and the de- 
velopment of the present substantial 
business enjoyed by the Los An- 
geles firm. The Dresslar Hardware 
Co. originally came into being when 
R. C. Dresslar took over a small 
hardware store in a sparsely settled 
outlying neighborhood in Los An- 
geles in 1888. The original Dress- 
lar store was “just a store,” with a 
sickly tingle to the cash drawer at 
uncertain intervals. As the _ sur- 
rounding community attracted new 
people the store’s business increased, 
however, and the merchant found it 
necessary to enlist the services of a 
delivery boy. Walter Callahan, a 
young boy in the neighborhood, won 
the job. Callahan’s pal was Jimmie 
Belt. They had gone to the same 
school and went through all the joys 
and hardships of youth together. 
After two years, when the business 
necessitated taking on additional 
help, young Callahan succeeded in 
inducing Mr. Dresslar to give the 
job that was offering to his play- 
mate, and the merchant acceded to 
the request. 

Mr. Dresslar believed in profit- 
sharing and it was not many years 
before Callahan and Belt had gained 
an interest in the business. In 1909 
Mr. Dresslar’s health failed and the 
doctors advised him to move to 
Seattle. Callahan and Belt then pur- 
chased the entire business. It was 
not a large establishment they took 
over, although large compared to the 
original Dresslar store. 

Youth, energy, confidence, faith 
presented a formidable array of fac- 
tors that compelled the development 
of the business of the Dresslar Hard- 
ware Co. to the healthy volume that 
it enjoys today, with Walter Calla- 
han and James L. Belt, the former 
pals and playmates of the upper 
Washington Street neighborhood in 
Los Angeles, as the sole owners and 
active directing geniuses of the or- 
ganization. 
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The Best Way to Pay Salesmen 


By the Sales Manager 


\ [HAT is the best plan for paying salesmen? 
“The Sales Manager” receives more letters 
asking this question than any other. Some 
houses pay flat salaries. Others work their salesmen 
entirely on commission. Others pay their salesmen a 
flat salary for a certain fixed amount of sales and 
then a commission or a bonus on all sales above that 
amount. Others have a drawing account and a profit- 
sharing arrangement, the amount drawn to be deducted 
in settlement from the salesman’s share of the profits. 
The above in a general way are the arrangements 
made with salesmen. 

It has been our observation that the flat salary 
arrangement with salesmen does not produce the best 
results. Of course we understand fully that there are 
sometimes conditions in selling that make it absolutely 
necessary to pay a flat salary as it is impossible to 
figure the direct credit of the salesman’s work—for 
instance—in cases where a salesman covers a territory 
doing missionary or introductory work. In such cases 
a large part of the business goes to his house by mail. 
It is impossible to tell how much of this business should 
be credited to the salesman and how much to the work 
done by the house. 

When a salesman travels for a manufacturer or for 
a jobber on a flat salary, it is simply not in human 
nature for this salesman to do his best and his hardest 
work. Of course every salesman will tell you that he 
will do his best but as a matter of fact, they do not. 
All history of sales and selling proves this. 

A salesman must have a strong incentive of some 
kind to make him constantly concentrate his mind on 
selling. He needs a strong incentive, not only to make 
him think out selling plans, to study people and condi- 
tions with extra care but, also to work long hours— 
to take night trains and early trains in order to save 
time instead of wasting daylight on day trains or 
wasting time in picking comfortable trains. When he 
is working on a flat salary there is no such incentive. 

It is only human nature for a salesman working on 
a flat salary after a while to gather the idea that he is 
worth a good deal more than the flat salary he is 
drawing. This soon becomes a state of mind and this 
state of mind makes him careless in giving his house 
even fairly good measure for their money. When it is 
the policy of the house to work salesmen on flat salaries, 
naturally every salesman is directly interested in get- 
ting his flat salary just as large as possible. He is 
constantly thinking up arguments as to why he should 
have an increase in salary. He claims that his territory 
is a much harder one on which to produce results than 
other territories. If he happens to have a very good 
year, then at the end of that year, he insists upon 
having his salary advanced to the maximum amount. 
As he has been successful, the chances are the house 
will give him the salary he expects. It is not a good 
thing to have a successful salesman dissatisfied. 

Then, just as soon as the salary is fixed, the chances 
are the crops or other conditions go wrong on the terri- 
tory and the sales fall off, but unfortunately for the 
house, the salesman is drawing his maximum flat 
salary. Most likely it can not be changed until the 


end of the year. When the end of the year comes, it is 
found that the salesman has based his living expenses 
on his large flat salary. He has bought a house and 
put a mortgage on it. He has bought a new car. He 
must keep up his scale of living. He can not accept a 
reduction. If he is reduced, he is dissatisfied and is 
looking around for another job. If the sales manager 
calls his attention to his figures, comparing the poor 
year just passed with the previous very good year, 
this does not seem to have any effect upon the salesman. 

It is not his fault that crops went wrong or that 
the factories in his town are working on reduced time. 

When your salesmen draw flat salaries, very natur- 
ally one salesmen will compare his salary with that of 
your other salesmen. Then they line up in their de- 
mands for salary increases—not on the low salaries but 
on the maximum salaries. If, in a moment of weak- 
ness, you have hired a salesman at more than he is 
actually worth and have given him a flat salary— 
higher than he is earning—you can depend upon it as 
a sure thing that it will not be long before your other 
salesmen will be seeking to be placed on the same basis 
as this overpaid salesman. In other words, on a flat 
salary arrangement, tke entire evolution of salaries is 
toward the maximum basis. 

Then in the course of time, as flat salaries steadily 
work their way upward, you find yourself with a large 
number of salesmen drawing maximum salaries. If 
general conditions suddenly turn very bad over all 
your territory, you find yourself in the unfortunate 
position of having your percentage of your sales costs 
entirely too high. 

It is also a curious fact that a salesman traveling on 
a flat salary gathers the idea that he is just like an 
employee in the house working on a flat salary. In 
other words, he feels that he is entitled to receive his 
salary whether business is good or not. As a result, 
you will find flat salary salesmen taking an undue part 
in social affairs in their home town. They are very 
generous to themselves with days off for hunting, 
fishing and playing golf. There is no doubt that a 
salesman on a flat salary feels that he is a part of 
the institution but unfortunately this feeling, un- 
consciously to the salesman, leads to the still further 
feeling that, being a part of the institution, the institu- 
tion is going to support him regardless of his results. 

Then again it happens that salesmen working on a 
flat salary and realizing that they are receiving the 
maximum amount they can expect from their house, 
look around for something else to take on in order to 
increase their incomes. They add side lines or they 
go into business as a side partner in one of their towns. 
Back of all this is the feeling that they must earn more 
money and that they can earn the flat salary they are 
receiving from their house by only giving their house 
part of their time. In other words, there is no incen- 
tive on the flat salary arrangement by which a sales- 
man can earn more money immediately with his own 
house. 

There is another point that must not be forgotten 
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Show Card Writing for the Beginner 


By JOSEPH BERTRAM JOWITT 


HE month of August is a 

month of “Sales” and buying. 

It is the month of opportunities 
to dispose of the balance of summer 
stocks and early fall merchandise, 
and the way to obtain the best re- 
sults is naturally through window 
displays and the judicious use of 
plain, business pulling show cards. 
Learning to write simple, undeco- 
rated show cards requires absolutely 
no inborn artistic ability, and after 
all is said and done, the plain card is 
the best result getter. 

Remember this—that the least 
reading matter you put on a show 
card the quicker it is read, the 
quicker it is finished, the better it 
looks, and the harder is the selling 
punch. 

The fellow who says “I am going 
to take up show card writing some 
day” never really gets anywhere; it 
is just one more thing he hopes to 
do. “The spirit is willing but the 
flesh is weak.” If the writer did not 
actually know through proof of ex- 
perience that the knack of learning 
show card writing is within the 
reach of the average hardware clerk 
he could not have successfully con- 
ducted articles on this one subject 
in HARDWARE AGE for the past seven 
years. 

What are the requisites for a be- 
ginner who intends today to take up 
show card writing? First of all, 
with this copy of HARDWARE AGE 
containing a practical lesson before 
him, he should supply himself with 











A Word About 
Bert Jowitt 


ERT JOWITT started writing 
for HARDWARE AGE seven years 
ago, and in.the course of that 

time the HARDWARE AGE family has 
grown so that many of its new mem- 
bers probably do not know that 
Jowitt was one of the pioneer show 
card writers in the United States. 


If one were to tell the whole story 
about Bert Jowitt’s life, it would 
fill several pages. But we think 
we owe it to our readers to give 
some of the high-lights which have 
helped to make him, in the opinion 
of many authorities, the foremost 
show card expert in the country. 


His early life was somewhat un- 
eventful, and after four years of 
apprenticeship with firms im various 
parts of New York State, he started 
a show card advertising business of 
his own at the age of 22, and a few 
years later began teaching the art 
of show card writing and display 
lettering, which were then compara- 
tively new. 

In 1917, 1918 and part of 1919, 
he taught disabled veterans in France 
and England the art of show card 
writing, and many of them who had 
lost their right arms were taught 
how to write and letter with their 
left hands by Bert Jowitt. 

Last month he talked on show card 
writing before nearly 2000 drug 
clerks at the National Drug Clerks 
Convention at Palmyra, Wis. 

















the following inexpensive outfit: 
One two-ounce bottle of black show 
card ink (‘“Devoe” or “Carter’s” 
show card inks may now be pur- 
chased in Stationery and Paint stores 
throughout the world, retailing at 
25 cents and less). Black ink is all 
the beginner needs for practice work, 
and a two-ounce jar will do a whole 
lot of practicing. He will only re- 
quire two red sable brushes (No. 6 
and No. 12), 20 cents and 60 cents 
each, a yard stick, and some wrap- 
ping paper to practice on. Even 
wrapping paper is not necessary; 
the writer suggests the classified ad 
pages of the Sunday newspapers 
which are free from pictures or 
heavy faced type. The column lines 
will act as a guide to keep letters 
uniform. This whole outfit should 
not total more than $1.25. 

Naturally, anyone’s first attempts 
at learning show card writing will 
prove a little awkward. The muscles 
of the hand and arm will be stiff 
and the brush will not respond to 
the will of the beginner any more 
than the muscles of the ankle re- 
spond to your first attempts at learn- 
ing to skate. But there are only 
ten master or key strokes to learn 
in order to construct the entire 
twenty-six letters of the alphabet. 
The saying that “practice makes 
perfect” applies to learning show 
card writing more than anything 
else. 

The letters J, K, L, M, N, O, 
shown herewith, are the second in- 








July 31, 1924 


stallment of the Mongrel Roman 
alphabet, one of the easiest alpha- 
bets for the beginner to learn, there 
being no sharp spurs or “serifs,” 
hair lines or fancy strokes to make. 
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Starting with the letter J, two 
strokes right together the width 
of the brush selected form the 
basic thick part of the letter. The 
third stroke, which forms the tail, 
is made in one single stroke as the 
arrow directs (from left to right), 
joining the thick stroke. The fourth 
stroke is the finishing stroke at the 
top and finishes off the letter. In 
making this stroke the brush is 
rolled sideways between the thumb 
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This chart gives the let- 
ters and numerals of 
the Mongrel Roman 
Alphabet. 
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and first finger until the flat hairs 
of the brush are at right angles with 
the downward strokes. (Remember, 
in order to make the strokes sharp 
and clean cut, the brush must be 
shaped to a chisel edge point after 
it is dipped in the ink). The thick 
part of the letter K are two strokes 
of even width side by side, Nos. 1 
and 2. Stroke No. 3 is a single 
stroke made at an angle of about 45 
degrees joining the thick or basic 
stroke at about the center. Strokes 
Nos. 4 and 5 are made in the same 
manner as strokes Nos. 1 and 2. 
The finishing strokes, Nos. 6, 7, 8 
and 9, are made holding the brush 
as explained in making the fourth 
stroke in the letter J. 


In practising the angle strokes 
Nos. 1, 2 and 3 in the letters M and 
N, the beginner will make better 
headway by drawing a series of 
angle strokes with the aid of a 
ruler, afterward tracing over these 
with the brush. The secret in help- 
ing the brush to retain a flat chisel 
shape is not to allow the ink to be- 
come too thin by adding water. It 
should always be kept the consis- 
tency of heavy cream. Don’t just 
dip the point of the brush in the ink 
—dip it about three-quarters the 
length of the hairs and work the ink 
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well into the heel of the brush on a 
flat piece of cardboard. 

The circular strokes in the letter 
O embody all strokes in round or 
circular letters, and for this reason 
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the letter O is a good letter for the 
beginner to concentrate his practice 
work on. This letter should be the 
width of a single brush stroke at 
the top and bottom and the width 
of two strokes at the sides. 

After using your brushes they 
should be thoroughly rinsed in clear 
water and set aside to dry in a tall 
vessel with the hairs left in a flat, 
chisel edge shape, hairs pointing 
upward. 
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new stock in a small town in Missouri. This sales- 

man arrived on Saturday and started to sell the 
new stock. The customer bought steadily until about 
eleven o’clock Saturday night. Then he prepared to 
“knock off.” Our salesman, not knowing any of the 
facts about the personal peculiarities of this dealer, 
remarked, “Well, tomorrow, Sunday, will be a fine, 
quiet day to finish up this bill.”” The customer in- 
quired very quietly if he was willing to sell goods on 
Sunday. Our salesman replied, “Sure. It is a fine 
day on which to sell goods.” “All right,” replied the 
customer; “you can cancel that order. I am a religious 
man. I believe in the sacredness of God’s day and 
I do not want to buy any goods from a salesman who 
will sell goods on Sunday.” Nothing could persuade this 
customer to reinstate his order. Our salesman was 
willing to remain over until Monday, but it was too 
late—the die was cast—the order was lost. What was 
the cause? Our salesman did not get his facts straight 
in regard to this customer. 

If I were to put up a sign in my office, this sign 
would read: “BEWARE OF THE EXCEPTION.” 
What do I mean by this? I mean that the exception in 
every business is always dangerous. Suppose one of 
your employees desires to go to work very early in 
the morning and then go out for breakfast along about 
eight o’clock. Now he may be all right, but if I had 
such an employee I would investigate very carefully 
why he could not get down at the regular time and eat 
breakfast before coming down. 


ik another instance we sent a salesman to sell a 
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The Exception 
to the Rule 
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Suppose you have another employee who always 
wants to work after supper. Now this employee might 
be all right, but if I had an employee who made a 
habit of working every night, no matter if he did tell 
me that he enjoyed working in the quiet of the office 
after everybody else had gone home, I would investi- 
gate the’reasons as to why it was necessary for this 
man to work such peculiar hours. 

I have investigated a number of cases of these ex- 
ceptions, and nine times out of ten I have found some- 
thing wrong. In one cutlery department a certain 
employee came down early and then went out for break- 
fast. I had him checked up and I found he was regu- 
larly carrying out cutlery. In other cases where 
employees constantly worked at night I found they 
were also stealing. I could give a list as long as my 
arm of the trouble that has been caused in business 
by the management of the business allowing excep- 
tions. 

Once upon a time goods in the hardware line were 
sold all over the West on 60 days’ time, 2 per cent for 
cash in ten days. Then a bright salesman, because it 
took a good while to deliver these goods out on the 
Pacific Coast, persuaded the head of his house to 
allow him just a few cases to give a dating of 30 days, 
in other words, two per cent in 30 days instead of ten 
days. What happened? After a while these customers 
who receivea 90 days remitted, deducting 3 per cent 
for cash in ten days. The house allowed it. The goods 
did not arrive any more promptly, but they were 
getting 1 per cent extra in their cash discount. Then 
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what happened? These few selected, exceptional deal- 
ers had to tell the salesmen for other houses that they 
were getting this concession. The salesmen had to 
ask that this concession be extended to other dealers. 
It was. 

To make a long story short, the competitors of this 
house found this concession was being given and in a 
very short time the general terms for this entire Pa- 
cific Coast from the jobbers in the central western 
states were changed to the ninety-day basis with 3 per 
cent for cash. Naturally the salesman who asked for 
the concession from his house in the end was no better 
off than he was in the first place because all of his 
competitors were giving the same terms. The only 
difference was that all of the houses selling on the 
Pacific Coast were losing 1 per cent on their sales, 
and, please note, this extra 1 per cent came out of the 
net profits. 

The entire charge for boxing and drayage was 
changed because a certain jobber first allowed a cer- 
tain salesman to rebate his customers this item. This 
rebate was only to be used for certain special accounts, 
but of course it soon became common property. 


Murder Will Out 


In business it might as well be put down as an axiom 
that nothing can be kept secret. Murder will out. If 
you give concessions to a customer, nine times out of 
ten he will tell some other salesman about these con- 
cessions. 

I know a number of years ago there was a very 
tight arrangement among certain manufacturers in a 
certain line of goods. One of these manufacturers, how- 
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Mr. Harris presided as toast master 


ever, agreed to give a concession on the line to the 
buyer of a very large house, this concession to be paid 
by check at the end of the year. The goods were billed 
at the regular price. Everything entered on the books 
of both the manufacturer and the jobber was regular. 
The annual check was to be charged up to advertising 
or some other account. This arrangement was sup- 
posed to be a very air-tight one, but what hapepned? 

The buyer for this jobber went with another jobbing 
house, and soon the cat was out of the bag. The other 
manufacturers learned of the concession, and the nice 
little tight arrangement that existed for a number of 
years went to pieces! 

Some very amusing things happen in business. It is 
of course natural to expect a buyer to receive a certain 
commission for buying goods from a certain manufac- 
turer, but did you ever hear of a buyer who received a 
commission from one manufacturer to buy his goods 
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from another and competing manufacturer? I even 
know of a case where this happened. One group of 
manufacturers wished the output of a certain manu- 
facturer taken off the market. They actually paid a 
certain house a special commission on all the goods 
they bought from their competitor! This story in all 
its details would make a very interesting one. 

We are constantly reminded in business that while 








I found him regularly carrying out cutlery 


system is a good thing, we cannot depend entirely 
upon it. We must mix in a little brains and common 
sense with our work. Back in the days when cast iron 
coffee mills were a very staple item on farms, one of 
our Western competitors undersold everybody else on 
these mills. Our salesman constantly complained of 
their prices. 

One time I happened to visit this Western city and, 
meeting the head of the house, I remarked that I had 
often wondered how they could afford to sell their 
cast iron coffee mills at’such a low price. He told me 
he would investigate. Afterward he wrote me that 
his investigation developed the fact that it had been 
their custom to figure the freight on the entire line 
of coffee mills on a certain percentage. They had not 
taken into consideration the difference between the 
weight of the wooden coffee mills and the iron ones. 
Naturally when they figured the iron coffee mill on a 
percentage basis on price for the wooden it was entire- 
ly out of line. This house for years had been selling 
their iron coffee mills at a loss on account of their 
custom of figuring freight on a percentage basis! 


An Interesting Case 


One of the employees in the cutlery department was 
acting in a peculiar manner. Naturally we were very 
careful about the personnel in our cutlery department 
because, on account of such expensive goods and such 
small packages, the stock would be a temptation to 
any dishonest employee. This employee happened to 
be a married man. We had him shadowed by a detec- 
tive and the report we received was a very interesting 
one. There was, however, no indication whatever of 
dishonesty. 

One day this employee dropped into my office and 
informed me he thought of leaving the city. He 
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stated he believed his opportunities would be better 
in some other place. I had the report about him in 
my desk. I said—‘well Charlie, are you planning to 
elope with a girl who works in a printing house?” He 
jumped as if I had shot at him with a revolver. “What 
do you know about her?”—he inquired. “Oh, very 
little, except that you are having dinner with her at 
a certain restaurant and spending the evening with 
her about three nights a week.” Then he told me that 
it was true. He and his wife were unhappy. He did 
intend to elope with this girl. He had it all fixed up. 


The Detective’s Report 


I took out my typewritten detective’s report and 
said—“Charlie, just read this.”” He read the report 
with growing interest. Finally, when he reached one 
part, he laid his head down on my desk, burst into 
tears and shook all over with sobs. The report was a 
very simple one. His sweetheart used to meet him 
for dinner when she had another sweetheart she met 
after she shook him. He knew our report was correct 
because it told about every meeting for the past month. 
He would put her on the street car at 11.0’clock on 
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He jumped as if I had shot him with a revolver 


Fourth and Washington Avenue. She would coolly get 
off and meet another man at Tenth and Washington 
Avenue. It was too bad. Poor Charlie had been 
vamped. It was a shame to break up his romance. He 
decided not to elope. He remained in our cutlery de- 
partment and, I hope, decided that he had better stand 
by his wife. 

One day I received a telegram from a Western sales- 
man stating—“If you are home I am coming to St. 
Louis immediately. Answer.” I wondered why he 
was coming but I replied that I would be home. In a 
day or two I.received a telephone call asking me to 
come to a certain hotel in St. Louis to see him. He 
stated it was impossible for him to see me at my office. 
I must come to the hotel. I naturally wondered what 
it was all about. I went to the hotel and rang up his 
room. He answered, asking me to come up. My 
wonder and curiosity increased. 


A Delicate Situation 


I went to the room and there I found this salesman 
sitting in the room with a very nice looking lady. In 
a very formal and stiff manner he introduced me to 
his wife. He then proceeded to explain that he had 
taken his‘wife to church the previous Sunday and after 
a very moving sermon she had burst into tears and 
confessed to him that she had fallen a victim to the 
wiles of ‘another man. She stated that she did not 
love this other man. It was a case of a trip in an 
hutomobile. She begged him for forgiveness. He was 
' in love with his wife but did not know what to do, 
so after talking the matter over, they decided to tele- 
graph me, come to St. Louis and let me decide the 
matter. I put them both through a long series of 
questions. It was quite evident they did love each 
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other. It was also evident that the lady in the case 
had simply made a slip. 

I told them very seriously, after giving the matter 
very careful consideration, that the proper thing for 
them to do was to forget all about it and never mention 
the incident again. I also suggested that I give this 
salesman another territory so his wife would be entire- 
ly removed ffom the neighborhood of any of her old 
associates. Afterward I recommended to him that they 
have children. He had been married for several years 
and was childless. 

I am glad to state that my advice was followed and 
that a fine bouncing boy came in due time to be named 
after me. Every year from this incident until the 
present I received a card of Christmas greetings from 
this couple. Years afterward I happened to visit the 
town where this salesman makes his headquarters and 
I had the pleasure of being entertained by them. They 
have a very happy and interesting family of growing 


children. 


Our Super-Salesmen 


In. this story I have several times referred to our 
“sales managers-in-the-saddle.” These were super- 
salesmen who had no regular territory but who trav- 


. eled with our regular salesmen, showing them how to 


open new accounts, how to handle old acounts and how 


to sel Ispecial lines of goods. 


D. T. Harris was one of the best “sales managers- 
in-the-saddle” we ever had. He could make friends 
with anybody anywhere. He had a smile that was con- 


‘ tagious. He knew the hardware business from the 


ground up and he had a remarkable gift for teaching 
others. His great success as a sales manager was get- 
ting the retail clerks in a hardware store together and 
instructing them on our line of goods. He had the . 
knack of gaining the confidence and good will of the 
clerks as well as the proprietor. He could make them 
think that they were having a wonderfully good time, 
while all the time he was giving them practical in- 
structions in selling goods. Mr. Harris was very 
original in his methods. 


A Ceaseless Worker 


He was a ceaseless worker. Nothing was too much 
trouble. This little story of his method of landing 
a Pennsylvania account speaks for itself. He had 
called on a merchant a number of times and was un- 
successful in getting his attention. At last he called 
and was informed that this merchant was at home sick 
with a fever. He asked his address and then went 
to a restaurant, had a dozen raw oysters carefully 
packed in ice and, taking these oysters with him, he 
went out to this dealer’s house. When the merchant’s 


_ wife answered the bell, he inquired about her hus- 


band’s health and then said, as he had heard he had 
a fever, he thought he would enjoy some raw oysters. 


_ The wife saw her husband, Mr. Harris was invited 


upstairs to the bedroom and presided as toastmaster 
at the feast while the invalid ate the raw oysters. 

It is hardly necessary to say that on Mr. Harris’ 
next visit to this town this merchant opened an ac- 
count with him. 

One of the best salesmen of the Novell-Shapleigh 
Hardware Co. was and is A. F. Bond, who traveled 
in southeast Missouri. Mr. Bond’s volume of sales 
was very large. This was surprising, because he vis- 
ited some very small towns and sold a great many gen- 
eral stores. I often wondered at the volume of Mr. 
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“Twenty “Bricks for a Sales Foundation 


Through an error the commanding officer of a regi- 
ment was informed that his pet saddle horse had died 
during the night. Calling in a corporal he ordered 
him to take a detail of men and bury the animal. 
Three hours later the corporal reported and announced 
that the horse was duly buried. “Why did it take 
you so long?” queried the officer. “Well,” replied the 
corporal, “you see we had to catch the animal and 
shoot him first.” 

No fixed set of rules will ever convert a clerk into 
a salesman. Nevertheless there are certain things 
which every clerk who aspires to salesmanship should 
know and observe. Simply knowing and observing 
them, however, will not make you a salesman. They 
are merely bricks for a foundation on which to build 
salesmanship. 

I recently asked a noted merchant to make me a 
list of the qualifications which a retail salesman should 
possess.. ‘This is the list as he prepared it: 

1. A successful salesman must be honest, industrious 
and loyal. 

2. He should learn to look people straight in the 
eye, but without any appearance of aggressiveness. 

3. He should know what he is talking about, and 
talk only when he has something worth while to say. 

4. He should make his statements quietly, but 
with sincerity, and listen respectfully when the 
customer speaks. - 

5. He should study his customers until he under- 
stands them and knows how to make them understand 
him. 

6. He should cultivate the habit of smiling, regard- 
less of whatever turn the sale may take—not a wooden 
smile or a grin, but a smile of genuine good fellowship. 

7. He should endeavor to keep his thoughts one 
jump ahead of the customer’s. 

8. He should never let the discourtesy of- others lead 
him to be discourteous. 

9. He should never knock a competitor or a com- 
petitive line. 


10. He should guard against the forming of any 
personal habit which may be offensive to any customer. 
11. He should avoid any suspicion of superiority. 

12. He should be especially considerate of women 
and children. 

13. He should make his customer feel that he has a 
personal interest in them, aside from any business or 
sales interest. 

14. He should never speak disparagingly of the 
store, the proprietor, a fellow employee, or a customer. 

15. He should give each customer, every time he 
comes into the store, the same courteous attention he 
would grant a brand new customer. 

16. He should take nothing for granted when show- 
ing merchandise, but should explain even the common- 
est details. 

17. He should never hurry a customer or appear un- 
easy, because he makes up his mind slowly. 

18. If he makes a mistake he should acknowledge it 
openly, taking care that he does not make the same 
mistake twice. 

19. He should give the same attention to complaints 
and exchanges that he does to sales. 

20. He should never discuss politics, religion or 
any controversial subject in the store. 

“What would you do,” I asked him, “if a customer 
came in and asked you a point blank question on a 
political subject?” He smiled. “I’d say, Charlie, when 
you ask me about politics, I’m all at sea. I don’t 
know much about politics. If you ask me about hard- 
ware, that’s different. I know something about hard- 
ware,—and that reminds me—have you seen our new 
line of pocket knives? Come over to the case and let 
me show you something brand new.’ 

He foilows his own rules, but he tempers them with 
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‘Go West Young Man; Go West” 


HEN Horace Greeley gave his famous a3dvice to the young men of his generation there 
wasn’t much in the West except scenery, buffaloes and Indians and the dead certainty 
of adventure. Today the West has the same scenery, and for the young man and the 
old man it is still a land of adventure, but the Indians are gone and the buffaloes are 

gone and it has lost some of its pioneer landmarks. 


But the modern West is far greater than the old West ever was. It has possibilities un- 
dreamed of by even so astute an observer as Greeley, for on its broad plains and high moun- 
tains the destiny of America will be determined. 


The cycle of civilization is from east to west. China and India and Persia each had their 
days of conquest and of fate. And then the “glory that was Greece” became the “grandeur 
that was Rome” and these too passed westward to Spain and England and the cycle is not 
yet complete. The whole western hemisphere is coming into greater days and the western 
part of the United States may be the center of civilization some day. This westward move- 
ment is as resistless as the movement of the earth itself and wise men today are looking west- 
ward into the future with keener vision than the men of Greeley’s time. 


When I was at Ogden, Utah a few weeks ago W. J. Abbott, general manager of the Geo. A. 
Lowe Co., who for more than thirty years has seen the West grow greater with every harvest, 
said to me, “Why don’t you tell the readers of Hardware Age about the possibilities of the 
West?” And he introduced me to C. S. Potter who has a model dairy farm near Ogden and 
they made me promise to print the photograph at the top of this ‘page so that you who read 
this may get a more definite impression of what man is capable of in a country of such propor- 
tions—Charles Downes. 
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Chicago and Twin City Dealers 
Held Annual Outings Same Day 


Had you wanted to locate anyone 
connected with the hardware industry 
in Chicago, Minneapolis or St. Paul on 
' July 16, it would have been necessary 


to have visited their annual picnic 
grounds because the Twin City dealers 
and the Chicago Retail Hardware Asso- 
ciation both held their annual outings 
on the same day. 

The Twin City dealers spent the day 
at Lake Owasso, which is conveniently 
located the same distance from the 
two cities. There were excellent bath- 
ing facilities and a full program, to 


best attended picnic the association 
ever held, with over 500 in attendance. 
It seemed that almost everyone con- 
nected with hardware in Chicago was 





there. One familiar face, however, was 
absent, and expressions were heard on 
many sides as to how they missed the 
late Martin Engelhart, for many years 
the spirit of fun at the Chicago hard- 
ware gatherings. 

Lunch baskets and tables groaned 
with the weight of food. The young 
people had the time of their lives, and 
the dealers saw that they were well 





say nothing of big family spreads from 
well filled lunch baskets. 

Many of the larger stores carried 
their employees to the grounds in 
trucks, and everybody had a wonderful 
time. Prizes were given in the various 
contests and the baseball game drew 
the attention and interest of everyone. 

The Chicago dealers held their an- 
nual picnic at Klein’s Grove, a few 
miles out of Chicago. This was the 


supplied with ice cream cones and 
other things enjoyable to the young- 
ster. An orchestra played for the large 
number who liked to dance. Manufac- 
turers and jobbers donated 216 differ- 
ent prizes for the crowd. The boys 
had a biscuit contest. They raced in 
bags and also had various straight- 
away races according to ages. Each 
winner was presented with a handsome 
trophy, the gift of some jobber or 
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manufacturer. The girls also broke 
former records in their races and were 
no less proud of the fine gifts they 
received. There were also 165 other 
items of hardware, many of them quite 
valuable, distributed among the crowd, 
and much groaning was heard when 
the number happened to be one or two 
shy of the winner. 

The annual baseball game between 
the salesmen and the dealers was a 
knockout. A Chicago hardware picnic 
would not be complete without this 
yearly fierce struggle for supremacy. 
The game was a good one, and the 
dealers showed the salesmen they could 
play ball about as well as they could 
sell hardware. The dealers carried 
home the bacon by beating the sales- 
men to the tune of 4 to 3. 

It would be impossible to praise the 
yearly efforts of Secretary Koehler, the 
presiding officers and the corps of 
dealers, jobbers and manufacturers who 
put so much time and effort into making 
this a great holiday for hardware folks 
of Chicago. 





Shannon Divides Business 
Into 6 Parts 


T. B. Shannon, Iola, Kan., has di- 
vided his business into six separate and 
distinct copartnerships and corpora- 
tions as follows: 

The Shannon-Ellis Motor Corpora- 
tion, the Shannon-Williams Hardware 
Co., Inc., Brown Oil Co., the Albert H. 
Davis lectric Service Co., J. A. 
Spangler Cornice Works (heating and 
gas fitting), T. B. Shannon, Inc. (im- 
plements and harness). 

Mr. Shannon started in the hard- 
ware business in Iola in 1897. The 
business grew steadily until it occupied 
several buildings, and due to the fact 
that the various branches had become 
so extensive in themselves, Mr. Shan- 
non conceived the idea of shifting some 
of the responsibility by dividing it. 





C. D. Wheeler Vice-President 


Nichols-Evans Co. 


C. D. Wheeler, who has been with 
the J. H. Cross agency in Philadelphia 
for the past seven and a half years, 
has been made vice-president of the 
Nichols-Evans Company, Cleveland ad- 
vertising agency. Mr. Wheeler was 
formerly advertising manager of the 
General Electric Co., at Fort Wayne, 
Ind., for eight years; also advertising 
and assistant sales manager of the 
— Vacuum Cleaner Co. at Philadel- 
phia. 





I. P. Blanton Elected Pres. 
Belfont Steel & Wire Co. 


I. P. Blanton has been elected presi- 
dent of the Belfont Steel & Wire Co., 
Ironton, Ohio. Mr. Blanton succeeds 
Coles Peebles, whose resignation was 
accepted at a meeting of the board of 
directors July 17. The Belfont Steel & 
Wire Co. has practically completed 
plans for extensive additions to its 
properties, including open hearth and 
rolling mills, and has selected Arthur 
G. McKee & Co., Cleveland, as engi- 
neers. 
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Sales Force on 2100 Mile Trip 











Entertained at Large 
Industrial Centers 


The Townley Metal and Hardware 
Co., Kansas City, Mo., has done the 
unusual for its sales force this year. 
As far as is known this procedure has 
not been followed by any other hard- 
ware jobber and the plan has already 
been a profitable proposition, it is said, 
to this Kansas City concern. 

The year 1924 marks the 40th year 





showers were provided and an inspec- 
tion of the plant was made in the morn- 
ing. Dinner was served, after an auto 
trip about Peoria and up the [Illinois 
River to Chillicothe. The party left 
Chillicothe at 1.30 p. m. for La Salle, 
Ill., where the Western Clock Co. took 
them in tow. After this plant had 
been inspected the party was taken on 
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Townley Sales Force in Chicago 


since the establishment of the Townley 
Metal and Hardware Co. The celebra- 
tion of this anniversary consisted in 
sending 30 picked men from the sales 
force on a 2100 mile educational trip 
visiting various industrial centers. As 
expressed in the booklet covering the 
trip, the company states: 

“As wholesalers, our organization 
simply stands’ as a connecting link be- 
tween the manufacturer and the retail 
distributor. Our salesmen are our 
manufacturers’ messengers and it is 
our desire to make them as efficient as 
possible. Therefore in asking our 
salesmen to carry the story of the 
manufactured goods in the many lines 
we handle, to the retailers and to give 
the retail clerks the selling information 
that will make it possible for them to 
more intelligently present hardware to 
the consumer, we are making our sales- 
men acquainted with manufacturing 
methods.” 

The trip took two weeks’ time and 
the party lived in its own private car. 
The Townley company paid the ex- 
penses and the salesmen gave up their 
vacations to make the trip. 

The itinerary of the trip was as fol- 
lows: The party stopped first in St. 
Louis where it inspected the plant of 
the National Enameling and Stamping 
Co. Luncheon was also furnished by 
this company. In the afternoon auto- 
mobiles carried them to the plant of 
Fayette R. Plumb, Ine. At night this 
company entertained them at dinner at 
the Chase Hotel Roof, after which they 
saw the open air opera in Forest Park. 

The next morning the party arrived 
at Peoria and were taken in charge by 
Haag Brothers Co. Breakfast . and 





a trip to Starved Rock State Park and 
served dinner. 

The next morning found the private 
car in Joliet, Ill., and the Barrows Lock 
Co., had breakfast ready for the visi- 
tors at the Woodruff Hotel. Then a 
five mile auto trip to the factory was 
enjoyed and after the plant had been 
inspected the party were taken to the 
plant of the Illinois Steel Co. Next 
in order was the buffet luncheon at the 
Rockdale plant and an inspection trip 
through the steel mill. The party left 
Joliet in time to get to Chicago for a 
dinner at the South Shore ,Country 
Club as guests of the American Steel 
& Wire Co. 

D. A. Merriman was the toastmaster 
of the occasion and the Townley crowd 
voted him the best ever. He was ably 
assisted by other officials of the Amer- 
ican Steel & Wire Co., W. H. Foege, 
J. W. Meaker, Major J. M. Holloway 
and H. A. Squibbs. Benson’s Chicago 
Orchestra furnished the music for the 
evening and a corps of entertainers 
gave the visitors an evening df enjoy- 
ment that will be long remembered. 

After breakfast, Thursday morning, 
July 17, the party passed into the care 
of the American Wire Fabrics Co. 
The plant was inspected and then the 
visitors were driven to the plant of the 
Victor Manufacturing and Gasket Co., 
where this factory was also inspected 
and where lunch was served in the 
company dining’ room. 

In the afternoon the salesmen were 
taken for an automobile ride through 
the city with inspection stops at the 
Pelouze Scale Co., and the display of 
the Illinois Refrigerator Co., now 
located in the new Furniture Mart. In 





the evening the American Wire 
Fabrics Co. entertained them at the 
Kainbow Gardens and everybody had a 
great time. 

Friday found the party in Toledo, 
Ohio, where the plants of the Toledo 
Wheelbarrow Co. and the Willys-Over- 
land Co., were inspected. In the after- 
noon the First Lamp Co. was visited 
and dinner was served at the Elks’ 
Club. At night a trip on the beautiful 
Maumee River proved a fitting close 
for the day. 

Saturday the Champion Spark Plug 
Co. was visited and then the Toledo 
Metal Wheel Co. Lunch was served at 
the Toledo Club and a visit to the 
Museum of Art and an automobile tri 
over the city filled up the time until 
dinner at the Inverness Country Club. 

Sunday was spent in Detroit and the 
party was left to do as it might for 
the day. On Monday morning the 
schedule was resumed with a trip to 
the Peninsular Paint and Varnish Co. 
Lunch was served in the company cafe 
and the afternoon was devoted to the 
inspection of the Ford Motor Co., with 
dinner at the Detroit Yacht Club. 

Tuesday the party were the guests 
of the Fox Furnace Co., Elyria, Ohio. 
They breakfasted at the Elyria Coun- 
try Club, inspected the plant and 
caught their train for Cleveland. Here 
they were the guests of the New 
Process Stove Co., being entertained at 
the factory for lunch and inspection 
tours. In the evening dinner was 
served at the Cleveland Athletic Club 
with the New Process Stove Co. and the 
Cleveland Twist Drill Co. as_ hosts. 
Wednesday morning the plant of the 
Cleveland Twist Drill Co. was inspected 
— the party departed for Mansfield, 


io. | 

The Mansfield Tire & Rubber Co. 
then became the hosts and took the 
party for an inspection tour of their 
plant. Automobile trips and dinner at 
the Westbrook Country Club were fea- 
tures of the day. © 

Thursday, July 24, the party arrived 
in Cincinnati, Ohio, where they were 
met by the Cincinnati Victor Co. After 
the plant had been inspected, the party 
were taken to Kings Mills as guests of 
the Peters Cartridge Co. 

Friday found the salesmen in In- 
dianapolis, Ind. Here they were the 
guests of E. C. Atkins & Co. After 
the plant had been inspected the visitors 
were entertained at the Van Camp 
Hardware Co., and also visited the 
headquarters of the National Retail 
Hardware Association. The E. : 
Atkins & Co. provided hotel accommoda- 
tions, auto trips and entertainment 
features during the stay. 

The last stop of the tour was made 
Saturday, July 26, at Kokomo, . Ind., 
where the party were guests of the 
Jenkins Glass. Co. and the Globe Stove 
& Range Co.. Dinner was provided at 
the Kokomo Country Club, and the 
party left that night for the return 
trip to Kansas*City. 

The tour was under the personal 
supervision of John M. Townley, vice- 
president, and Erb Kreider, secretary 


-and-sales manager. - 
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Therman Electric Corp. 
Organized 


The Therman Electric Corporation, 
Cincinnati, has been organized to 
manufacture a new type of low current 
consumption electric stove. The plant 
of the company will be located at 613- 
625 East Front St. F. E. Davis is 
president and general manager. 





Egan Mgr. Reed Co. 


C. H. Egan, formerly manager Mans- 
field Lumber Co., Mansfield, Mass., has 
been made manager Reed Hardware & 
Sporting Goods Co., Rockland, Mass. 
The hardware company is to increase 
its line so as to embrace more extensive 
‘service for farmers, poultry raisers and 
home owners. 


John E. Bassett & Co. Expands 


The John E. Bassett & Co., New 
Haven, Conn., has recently acquired 
the retail business of the Winchester 
Store, until recently. located at .91 
Church Street, New Haven. This 
store has now been discontinued the 
purchaser and the merchandise re- 
moved to its store at 754 Chapel Street. 








New Toy Catalog 


The Shapleigh Hardware Co., in- 
ternational distributors, St. Louis, Mo., 
has issued a new toy section to its 
catalog and is pushing this line of 
goods for the coming season. | 

It announces a complete line of 
American and German dolls, with a 
wide range of patterns and dresses in 
each number. Also an extensive show- 
ing of kid body dolls, with composition 
heads and sleeping eyes, as well as 
stiff body dolls, doll heads, doll furni- 
ture and other accessories. A large 
line of all kinds of toys are also shown. 





Sports Catalog 


Draper- Maynard Co., Plymouth, 
N. H., manufacturer of athletic goods, 
has just issued its new fall and winter 
catalog and an official rule- book on 
fall and winter sports. . 





Wrench Catalog 


Lakeside Forge Co., Erie, Pa., re- 
cently issued, a new catalog on drop. 
forged wrenches, open end wrenches, 
adjustable wrenches and pliers. 





Mirror Catalog 


The Borin Manufacturing Co., 1325 
South Cicero Avenue,*Chicago, has re- 
cently issued a new catalog covering 
their line of framed mirrorg.and pic- 
tures. This company enjoys a good 
sized trade with hardware dealers, 
especially in kitchen and bath room 
mirrors, medicine cabinets and serving 
trays. . 


U. S. Steel Ordered by Federal 


Trade Commission to End 


Pittsburgh Plus System 


The Federal Trade Commission has 
ordered the United States Steel Corpo- 
ration to abandon the Pittsburgh cost 
plus system of determining the price 
of steel. 

The commission held to be an un- 
fair method of competition the system 
by which the corporation and its sub- 
sidiaries put prices on rolled steel 
products manufactured by and shipped 
from their plants outside Pittsburgh 
at a Pittsburgh base price plus an 
amount equivalent to what the freight 
charge would be from that city. The 
practice thus was found to be a viola- 
tion of the Federal Trade Commission 
Act, and further to constitute a means 
of price descrimination in violation of 
the Clayton act. 

The commission held specifically that 
the system is contrary to the public 
interest, not based on the law of supply 
and demand, is a price-fixing system 
succeeding the old steel “pools,” “Gary 
dinners,” and other methods, and that 
it is made possible by the alleged domi- 
nation of the steel industry by the 
United States Steel Corporation. 

It also held that the Pittsburgh plus 
system lessens and eliminates competi- 
tion, retards business in all steel 
centers except Pittsburgh and adds 
greatly to the cost of steel products 
It adds $30,000,000 a year to the cost 
of steel to farmers in eleven western 
States, the commission declared. 


Minority Opinion 


Commissioner Gaskill filed a dissent- 
ing opinion in which he held the com- 
mission to be without authority to 
prohibit the Steel Corporation, operat- 


ing its several plants within the law. 


‘from maintaining the same price at 





all its plants. While not specifically 
disagreeing with the commission’s find- 
ings as to the effect of the Pittsburgh 
plus system, he declared the “law does 
not require absolute freedom of com- 
petition,” nor does “the law enjoin the 
observance of sound economic prin- 
ciples.” 

Summarizing in the announcement 
of its order what it believed would be 
the effect of abandonment of the sys- 
tem, the commission said it would 
build up the steel producing and con- 
suming sections outside of Pittsburgh; 
return to the western and southern 
steel users the natural advantage of 
their location; decentralize the steel in- 
dustry and industries using steel 
products; enforce price competition 
among the steel producers and elimi- 
nate other alleged evils in the industry. 

The commission, in its order, forbade 
the United States Steel Corporation 
or its subsidiaries from quoting any 
steel price without listing separately 
the price of the steel and the transpor- 
tation charge. 


Result of Long Fight 


The fight over Pittsburgh plus has 
been one of the most bitter ever waged 
before the Federal Trade Commission. 
The entire proceeding was brought on 
the commission’s own investigations, 
and hearings were held at virtually all 
steel producing points. Later the fight 
was centralized here, with attorneys 
for the United States Steel Corpora- 
tion lined up against the commission’s 
attorneys and attorneys for thirty-two 
associated Middle Western States and 
western steel consumers who joined in 
the move against the system. 





Pittsburgh Plus System 


Obsolete, Says Gary | 


Elbert H. Gary, chairman of the 
United States Steel Corporation, dis- 
cussing the ruling of the Federal Trade 
Commission ordering the company to 
abandon the “Pittsburgh plus” policy. 
said that the Pittsburgh plan is prac- 
tically obsolete. Mr. Gary said: 

“T have no intentions of discussing 
the merits of the proceedings as ap- 
plicable to the law and the facts nor 
to criticise the decision in any re- 
spect. Until there shall be what is 
decided by our counsel to be a final 
decision. it should not be proper for 
me to do so. If and when our counsel 
announces that there is a final deci- 
sion in the case, as a matter of course 
we shall cheerfully and promptly act 
in accordance with it. 





“There never has been nor ever will ' 





be any intention on our part to disre- 
gard or ignore the decision of courts or 
other governmental officials concerning 
matters of which they’ have jurisdiction 
involving our management of pro- 
cedure.” 





- Motion Picture Film 
of Paint Industry 


The production of a motion picture 
film visualizing the romance of the 
paint and varnish industry was au- 
thorized by the Paint and Varnish 
Save the Surface Campaign Commit- 
tee at-a meeting held in.Atlantic City, 
June 27. Reel one will show the gather- 
ing of raw materials used in the in- 
dustry; reel two the processes of man- 
ufacture, and reel three the use and 
application of the -products.. 
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American Thermos Co. 
Absorbs Icy-Hot 
Bottle Co. 


Merger of the American Thermos 


122 West Second Street, Cincinnati, 
Ohio, has been virtually completed, the 
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Government alleges, is made from sisal. 
Prior to 1915, according to the Govern- 
ment, sisal planters in Mexico sold 
their product to binder twine manu- 
tacturers in the United States under 
conditions of competition. 

In the summer and autumn of 1915, 
the Government charges, Lynn UH. 


| Dinkins, . , 
Bottle Co., 366 Madison Avenue, New | ccloe Crrnomati, director of the Sisal 


York City, and the Icy-Hot Bottle Co., | tered into an agreement in New Or- 


Sales Corporation, and Sol Wexler en- 


leans under which the Comision Regu- 


over the control of the combined com- | 


panies. Final negotiations, it is said, 
are subject to ratification by stockhold- 
ers of both companies. Each company 
will be operated as a separate entity 
for the time being. Otis A. Glazebrook, 
Jr., is president of the American Ther- 


is president of the Icy-Hot Bottle Co. 

In an announcement to the sales force 
of the American Thermos Bottle Co., 
Mr. Glazebrook states that negotiations 
have been completed subject to the ap- 
proval of the stockholders of both com- 
panies, whereby the controlling inter- 
ests of the Icy-Hot Bottle Co. agree to 
change the common stock of that com- 
pany for common stock of the Ameri- 
can Thermos Bottle Co. The net result, 
the announcement says, will be that the 
control of both companies will pass to 
the American Thermos Bottle Co. but 
that for the time being both firms will 
be carried on as separate entities, be- 
cause of the outstanding preferred 
stock of the Icy-Hot Bottle Co. Manu- 
facturing, financial and sales policies 
of both companies will, it is said, be 
dominated by the controlling interests 
of the American Thermos Bottle Co. 


Alleged Sisal Trust 
Sued by Federal 
Government 


An alleged conspiracy in restraint 
of trade which, it is charged, is cost- 
ing the farmers of the country more 
than $3,000,000 a year in increased 
— which they have to pay for 
inder twine, is set forth in a suit filed 
in the Federal Court by United States 
Attorney Hayward to dissolve the Sisal 
Sales Corporation of No. 27 Cedar 
Street as an illegal conspiracy in re- 
straint of trade. 

The action was filed by Mr. Hayward 
at the direction of the Attorney Gen- 
eral’s office. 

The complaint alleges an unlawful 
combination and conspiracy to _ re- 
strain interstate and foreign trade and 
commerce in sisal and increase the 
rice of fresh sisal throughout the 

nited States, with the result that 
manufacturers of. binder twine have 
had to increase the cost of their twine 
to the farmers of the country. 

According to the complaint there is 
no efficient substitute for binder twine 
in the operation of grain harvesting 
machinery, and without binder twine, 
the complaints set forth, “the success- 
ful harvest of cereal crops on the pres- 
ent scale of production would be im- 
possible.” 

; Mexico is the only country in which 
sisal is produced in sufficient quanti- 
ties to supply the needs of the United 
States. More than 90 per cent of the 
binder twine used in the country, the 


ome | lad Del M d 
American Thermos Bottle Co. taking | Yucatan, ercado de Henequen, a 


Yucatan corporation, was thereafter 
to purchase the entire sisal output of 
Mexico from the planters, import it 


into the United States and withhold 
| it from the market as long as required 
_to bring about its sale at the advanced 
_ prices fixed by the parties to the agree- 


, ment. 
mos Bottle Co. and Gustave Mattman | 





| 
| 





At the time of the alleged formation 
of the conspiracy, the Government al- 
leges, the price of sisal was 5% cents 
a pound at New York. By May, 1916, 
it is stated, the price had reached 7% 
cents a pound, and mounted steadily 
thereafter until it was 16% cents a 
pound by January, 1917. During 1917 
and 1918, when it reached as high as 
19 cents a pound, the Comision Regu- 
ladora Del Mercado de Henequen was 
paying the planters in Yucatan 4 to 7 
cents a pound, the Government charges. 
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The Sisal Sales Corporation, ac- 
cording to the Government, received 
a commission of 6 per cent on the 
gross sales of the Yucatan Corpora- 
tion in 1922, which totaled more than 
$15,000,000. In one year, it is stated, 
the Sisal Sales Corporation, exclusive 
of interest on its advances of money 
to the Comision, realized a profit of 
more than $900,000 on an initial capi- 
tal investment of only $1,500. 

The defendants, in addition to the 
Sisal Sales Corporation and_ the 
Comision, included Alvin W. Krech, 
chairman of the board of directors* of 
the Equitable Trust Co.; Frederick T. 
Walker, Lynn H. Dinkins, F. W. Black, 
J. A. Beatson, Michael J. Smith, 
Charles D. Orth, Jr., the Equitable 
Trust Co., Royal Bank of Canada, In- 
terstate Trust and Banking Co., Han- 
son & Orth, Thomas Castelanos, and 
the Acevedo & Eric Corporation. 


Winchester-Simmons Co. 
of Phila. Moves 


The Winchester Simmons Co. of 
Philadelphia, Pa., has moved its offices 
to 1050 North Delaware Avenue, Phila- 
ge The change was made effective 

uly 7. 














| 
} 
} 
| ti 
tal 
1) 


+ | f ase oA 
WML Ry} 














ee Wl 














————————— 
HERE'S THe VERY THING YOY 
TNGHTENS UP , COM 














neep! 

FIDENCS ‘AND 
COURAGE ; CPTINSM ANDO puRsE 
AD WRONG Ioan? CLOM, PESSM@ISe, 

















July 31, 1924 


HARDWARE AGE 


39 








Here’s a_ crack-a-jack 





story on how the Gross 
Hardware Co. made the 
Milwaukee boys 
National Bicycle Week 
a profitable combina- 


and 


tion. 


RACES HERE F Fp 


Fike ~ 
T Thus ay bene -_ co “Om i mT. 
Saturdiay- All Day 





StanciineKooe Only 








5598 


Tuicyc CLE 


a Rin 








Gross Hardware Co.'s Big Publicity 
Stunt During National Bicycle Week 


EW things pass by that are not 

capitalized by the Gross Hard- 

ware & Supply Co., Milwaukee. 
The last thing which they turned 
into business was the National 
Bicycle Week. A. G. Heinmiller, re- 
tail sales manager, devised a plan to 
be used in conjunction with the reg- 
ular bicycle campaign that was a 
knockout. 

Over the large canopy in front of 
the store were placed large signs 
telling the boys to join a bicycle club 
and get a sweater. The plan was 
started five weeks before the na- 
tional bicycle week. The plan was 
briefly to sell the bicycles ahead. For 
five weeks each boy deposited at least 
$1 against the purchase of a wheel. 
It did not become his property until 
after at least five $1 payments had 
been made. When the sale had 
progressed this far the boy’s parents 
signed notes with the youngster, 
guaranteeing payment. Then the 
bicycle was delivered and with it a 
$6 sweater. From this moment for- 
ward the owner was a member of the 
bicycle club and Mr. Heinmiller has 
pians up his sleeve that will keep 
them interested from time to time. 


To climax the sale period of five 
weeks and to tie-up with the bicycle 
week, announcements were sent to 
several hundreds of boys and large 
ads appeared in the papers. The 
boys were told to come down to the 
store, look over the bicycles and reg- 
ister for the grand race—all without 
cost. Prizes were to be given for 
the speediest of several classes. 

Nearly 300 boys registered and 
then Mr. Heinmiller divided them 
into eleven classes, grading them by 
ages and heights. Each boy was 
notified when his class would race 
and was told to come prepared to do 
his best and take home one of the 
big prizes. 

The contest was staged all week, 
but Saturday was the big day. One 
window had been entirely cleared 
and a bicycle mounted on rigid 
stands. The back wheel was placed 
between two oak kegs which were 
connected up with pulley and gear 
arrangements terminating in a large 
circular dial. The dial was marked 
off by some very accurate mathemat- 
ics and registered the mileage the 
contestant was making. Mr. Hein- 
miller and an assistant stop watched 


each rider and the time was marked 
up on blackboards together with the 
rider’s name. 

Needless to say that the sidewalk 
was packed in front of this window. 
Even the rain failed to drive all of 
them away. Each contestant brought 
all of his friends and they “rooted” 
as he made the wheels hum. For 
several days these boys who had reg- 
istered came trooping in at the ap- 
pointed time to try for the prizes 
and to show their skill. While they 
waited they looked over the stock on 
display and discussed many things 
pertinent to boy life and many of 
the necessities of their well being 
which are to be found in the hard- 
ware store. The baseball, tennis, 
fishing tackle, radio, electric depart- 
ment, sporting goods and swimming 
suits all came in for a very minute 
and close inspection, besides the 
bicycles which were uppermost in 
the mind at the time. 

Many sales were made then and 
there. True these youngsters did 
not come down with a pocket full of 
money, but they saw what they 
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General Market News 





(seneral Market Sentiment Better 
But Buyers Cautious 


in Placing Orders 


in demand throughout the hardware markets generally, 


LTHOUGH there has been a slight and noticeable increase 


sentiment has improved to a larger extent apparently than 


actual business conditions. 


In the East the demand for staples has been more or less 
consistent, and the demand for seasonable goods proportionately 
weak. In the agricultural sections of the country demands for 
some time have been spotty, but since crop indications became 
favorable better buying has resulted, collections have improved 
and a stronger feeling of confidence has become more apparent. 

No major price changes are being made, although a number 
of small readjustments are still being put into effect by both 


manufacturers and jobbers. 


Inquiries for fall goods have been 


small up to date, but they are reported to be improving. Future 
orders that have been received by jobbers are for the most part 


small. 


Deliveries between manufacturers and distributors are 


reasonably satisfactory. The present situation, in a few words, 
may be summed up by saying that buyers are more confident, 


but still cautious. 





Solder Up lc. in New York 
—But Market Is Steady 


Solder advanced 1c. per lb. and some 
holders reduced sash cord lc. base per 
Ib. during the past week in the New 
York market. Pickup business is fair, 
most of the orders being confined to 
staple goods. Fall inquiries are small. 
There is, however, more of a feeling of 
confidence on the part of jobbers 
throughout this section. Small house 
price readjustments are being made, but 
no big market change is looked for for 
the next few weeks. 


Downward Price Tendency 
in Pittsburgh 


Changes in prices were a little more 
numerous the past week. A majority 
of them were downward, indicating that 
the general trend of hardware values is 
still that way. What effect the elimi- 
nation of the Pittsburgh plus price basis 
will have on hardware values is prob- 
lematical, according to the trade here. 
On the other hand, it is felt the up- 
swing in grain and cotton values 
eventually will be reflected in the hard- 
ware market. Changes on the downside 
this week are a drop of 50c. per 100 lb. 
in structural rivets; of 10c. to 20c. per 
100 lb. on iron and steel; of 2% to 5 
per cent on one make of files; of 7% 
per cent on chalk lines and of 10 per 
cent on celluloid. Cotton waste has ad- 
vanced lc. to 2c. a pound, and tarred 





cod lines 70 per cent or more. Effective 
Aug. 1, radio batteries in some cases 
will be higher and in others cheaper. 


Few Price Changes in 
Cincinnati 


Price changes were few and far be- 
tween the past fortnight. Local job- 
bers have reduced prices of iron and 
steel products $2 per ton. An advance 
of 4c. per gallon was recorded in lin- 
seed oil. The Ingersoll Watch Co. and 
the American Clock Co. have issued 
new lists containing readjustment of 
prices on Ingersoll watches and alarm 
clocks respectively. Otherwise there 
was little change, even by jobbers. 


Pipe, Trough and Sheets Cut, 
Oil Advanced in Chicago 


Manufacturers of eaves trough, con- 
ductor pipe, etc., announced a decline 
of approximately 5 per cent during the 
week. Linseed oil advanced 7 cents 
per gallon, showing the first activity 
for some weeks. Lists and discounts 
were withdrawn on field fence and the 
new net prices are from $3 to $5 per 
ton lower. Lower prices on nails and 
wire were quoted in some sections, but 
reductions have not been general. 


Crop Conditions Stimulate 


Business in Northwest 


With enthusiastic and optimistic 
crop reports still coming in, the mer- 





chants of the Northwest are beginning 
to scan their stocks more carefully. 
There seems to be every indication that 
better business is just around the cor- 
ner, and that, with the marketing of 
the crops this year, old bills will be 
paid, and considerable delayed buying 
take place. 


Hoover Urges Winter 
Building to Lessen 
Annual Slumps 


Lengthening the building season in 
the United States to include the winter 
months as a means of mitigating the 
ups and downs in the construction in- 
dustries, stabilizing employment in the 
building trades and lowering costs of 
production and building is strongly 
urged by Secretary of Commerce 
Hoover in a foreword to the report and 
recommendations of the Committee on 
Seasonal Operation in the Construction 
Industries made public tonight. 

This committee was appointed by Mr. 
Hoover as an outgrowth of the Presi- 
dent’s Conference on Unemployment, 
called in 1921. 

The Secretary urges the importance 
of eliminating wastes caused by sea- 
sonal idleness through the development 
of information as to probable future de- 
mands for labor and materials and the 
inauguration of the habit of scheduling 
construction and repair work in ad- 
vance with reference to those demands. 

Mr. Hoover calls construction the bal- 
ance wheel of American industry and 
places the value of yearly construction 
in this country at more than $5,000,000,- 
000, with the number of workers en- 
gagéd in the construction and manufac- 
turing industries allied to building 
mounting into the millions. 

He declares that activity in construc- 
tion bears a close relation to general 
industrial conditions and that irregu- 
larity in the ebb and flow tn demand for 
construction seasonally to a large de- 
gree affects economic stability. 

The need to eliminate the wastes of 
seasonal idleness has been brought for- 
cibly to the attention of the construc- 
tion industry and the public by high 
labor costs and the failure of the build- 
ing trades to attract young men to their 
ranks. Lengthening the building season 
will mean greater production from the 
men now engaged in the building trades 
and will go far to attract capable ap- 
prentices, he says, adding: 

“If building falls off there is bound 
to be slackening in many other lines of 
industry, resulting in unemployment, 
decreased purchasing power of em- 
ployees, and further depression.” 

Mr. Hoover explains that the remedy 
does not lie in any form of Government 
regulation. 

The report of the committee sets 
forth that many seasonal ups and downs 
in the construction industries are pre- 
ventable; that the past winter showed 
greater activity than ever before in 
what had been normally a dull season. 
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Larger Buying and Better Rural Conditions 
Give Chicago Market Stronger Tone 


(Chicago office of HARDWARE AGE) 
HERE is more optimism manifested in the hardware 
market of this center. While tangible proofs are 
not plentiful, nevertheless it is a fact that conditions 
in the farming sections are picking up rather quickly. 
Road salesmen are finding it easier to get business now 
than they did a few weeks ago. At the present there has 
not been enough of a pick-up in the volume of sales to 
make the totals equal the same period last year but it 
would seem that business is gradually turning the corner 


from fair to good. 


Some price reductions were announced in the local field 
during the week. Reductions, for the most part, seem to 
have been due to competitive conditions because they were 
confined to certain lines while the great majority of lines 
held pretty well to the former levels which have been 


maintained for some little time. 


Merchants are still showing caution in balancing stock 


AUTOMOBILE ACCESSORIES. — 
—_ are holding up in good shape. 


ne =. from jobbers’ stocks, 
cone Cc 

Spark Piugs.—Splitdorf, 50c. each; 
Regular, 59c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 


each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; ,Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
90c. each: National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose 1%4-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33%, per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—38x3™% non-skid 
fabric, $8.65 each; cord, $11.60 each; 
gray inner tubes, 30x 3%, $1.30 each; 
red inner tubes, 30x3%, $1.80 each. 


AXES.—Sales are only moderate ex- 
cept on the lower priced grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—Good sales are 
reported with some weakness in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount: small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount; 
small machine bolts, rolled thread, 
60-5 per cent discount: all stove 
bolts, 75-5 per cent discount: lag 
screws, 60-5 per cent discount. 


BUILDERS’ HARDWARE.—Prospects 
are bright but present sales are a little 
quiet. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3%x3% steel butts, old 
copper and dull brass finish, $3.66 per 
doz. pair; 4x4 steel butts, old copper 
and dull brass finish, $4.92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.: steel bit-keyed, 
front door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


ditions. 


and keeping a well-selected supply that is not too heavy. 
Orders continue to be numerous and call for a large num- 
ber of items in comparatively small quantities. 

The improvement in produce markets, while not directly 
affecting the farmer this early in the season, has brought 
about a much better feeling because of the prospects for 
marketing crops at an improved figure later on. Further- 
more, reports from the agricultural sections are good, and 
this combined with the higher price levels is said to be the 
cause of injecting some real enthusiasm into eountry con- 


Hot weather supplies are in brisk demand and vacation 
goods are said to be selling well but a little bit lighter 
than a year age. There has been some little improvement 
in steel mill activities but for the most part manufacturers 


are keeping in the middle of the road and making up mer- 


CHAIN.—Heavy chain products are 
still sluggish, but activity is normal on 
light chains. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof. coil 
chain, $8.50 per 100 Ib.; Tenso coil 
chains, 50-10 per cent off list; No. 
00-4% electric welded cow ties, $2.75 
per doz. 


COPPER RIVETS AND BURRS.—The 
price level is still undisturbed and a 
good demand continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—Prices have been reduced about 
5 per cent due to declines announced 
by manufacturers. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.85 
per 100 ft.; Plain ridge roll, 1%-in., 


$3.80 per 100 ft.; Corrugated conduc- 
tor elbows, 3-in., $1.36 doz. 


ELECTRICAL MERCHANDISE. — 
Prices remain unchanged. Electric fans 
are showing heavy sales and the demand 
for irons and percolators is very good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire. $7.25 per 1000 ft.; in 1000 ft. lots, 
$7; No. 18 lamp cord, $14.50 per 100 
ft.; in 1000 ft. lots, $13.75; ™%-in. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 
plugs, 13c. each: two-piece attach- 
ment plugs, 12c. each; dry cells, boxes 
of 50, 30%c. each; less than case lots, 
34c. each. 


EYE HAMMERS AND SLEDGES.— 


Prices are holding and demand is good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per Ib. 
FIELD FENCE.—Factories have dis- 
continued list and discount and are now 
quoting net prices equal to a reduction 


of $3 to $5 per ton. 
FILES.—Very good sales are reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


chandise only as fast as it is needed. 


FRUIT PRESSES AND CIDER MILLS. 
—Due to abundance of fruit at low 
prices the demand is expected to in- 
crease. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.40 each; 6-qt., $4.20 each; 
12-qt., $5.75 each. Enterprise, No. 6, 
$5.50 each, No. 12, $7.30 each; Junior, 
$10 each: Medium, $13 each; Senior, 
$18 each; Extra large, $28 each. 

Cider ‘Mills.—Junior, $21.75 each; 
Medium, $25.50! each: Senior, $38 
each; Self Feed, $16 each. 


GALVANIZED AND TIN WARE.— 
Some jobbers are running summer spe- 
cials on certain items of these lines. 
Manufacturers’ prices as a whole are 
remaining firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after made water pails, not 
made of galvanized sheets’ with 
seams cemented, &-qt., $1.95 doz.; 
10-qt., $2.20 doz.; 12-qt., $2.40 doz.; 
14-qt., $2. 75 doz.: Galvanized wash 
tubs, No. 1, $6.35 doz.: No. 2, $7 
doz.: No. 3, $8 doz.; 5-gal. galvanized 
kerosene cans (galvanized breast), 
$7 doz.; 1-bu. galvanized baskets, 
$6.75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Not a great deal of improve- 
ment has been noted in these lines. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden Hose, good 
quality, molded hose, %-in., 10%c. 
per ft.;: %-in., 13c. per ft.; 3-ply, 
good quality ‘wrapped, %-in., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, good 
quality, wrapped, %-in., 9c. per ft.; 
%-in., lic. per ft. Lawn Sprinklers, 
Rain King, $28 doz.; Original Foun- 
tain Sprinkler, $8 doz.: Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Some little im- 
provement has been noted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; sin- 
gle strength A, 34 to 40-in., bracket, 
64 per cent discount; single strength 
A, all other brackets, 83 per cent dis- 
count; double strength A, all sizes, 
84 per cent discount. Putty—Pure 
grades, $3.50 per 100 Ib.; commer- 


cial, $3.20 per 100 Ib. 


HATCHETS.—Demand is fair on lower 
priced grades. 
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, A —_— oo a ata eg NAILS.—The demand has increased : canal tale "le tetas pee kt 
.O.b. icago: First quality hatchets, o 4s sisal, c. per 1b.; INO 
No. 2 aiding $11.20 Bony first and some distributors have shaded sisal, 13% to 15%c. per Ib. 


quality hatchets, No. 2 broad, $14.45 .prices. The leading interests have not SASH CORD.—The cotton market is 


doz.; Medium quality hatchets, No. . 
2 shingling, $7.25 doz.; medium qual- yet announced any changes. stronger but local prices are unchanged. 


ity hatchets, No. 2, broad, $10.50 doz. 


HANDLED HAMMERS. — Sales con- 
tinue in moderate volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.; Medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Demand is fair 
with firm prices. 


e quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles — 
No. 1, 90c. doz.: finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL. — The PAINTS AND OILS. 


volume of sales continues to hold up. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handies.—Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X 
414-ft., $2.40 doz.; 65-ft.,° $2.80 doz. 

Hay Fork Handiles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX ben 
ferrule and cap, 4-ft., 
ft., $5.75 doz.; XX bent 
doz., 
ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handiles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%4-ft., $5.10 

~ $4.15 doz.; 4%- 
x } so 4-ft., $2.60 
Z 


OZ. 
Garden Hoe Handies.—XX 4%4-ft., 
$3.45 doz.; X 41%4-ft., $2.40 doz. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg base; cement coated, 
$3 per keg base. The extra for gal- 
vanized nails is now $2.25 for 1-in. 
~ longer, $2.50 for shorter than 
-in. 


OIL STOVES.—Sales are showing an 


improvement due to the warm weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $2 
each list; new Improved New Per- 
fection 2-burner, $22 each, list; 3- 
burner, $28.50 each list; 4-burner, 
$35 each list; Superfex 2-burner, $36 
each list: 3-burner, $45 each list; 4- 
burner, $58.50 each list. All subject 
to 30 per cent discount. Lots of ten 
or more are subject to 30-5 per cent 
discount. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
$1.18 per gal.; 5-barrel lots, $1.13 
per gal. 

Linseed Oiji!.—Boiled, barrel lots, 
on per gal.; 5-barrel lots, $1.15 per 
a 


gal. 
iene saamanaaliieeaas lots, 94c. per 


gal. 

Denatured Alcohol.—Barrel lots, 
55c. per gal. 

White Lead.—100-lb. kegs, $14.50; 
50-lb. kegs, $7.50; 25-lb. kegs, $3.80; 
12%4-lb. kegs, $2. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 

gli Venetian Red.—In  bar- 
rels, $3.50 to $6.75 per 100 Ib. 


—Linseed oil ad- 
vanced 7 cents per gallon. 








We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.30 per doz. hanks; No. 8, $11.75 
per doz. hanks. 


SASH PULLEYS.—Fair demand con- 
tinues to be reported. in 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREEN DOORS.—Pick-up business is 
about all that is left now. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$23.15 doz.: No. 296, 2-8 x 6-8, $28.20 
doz.; No. 311, 2-8 x 6-8, $40 doz. 

Window Screens.—No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—No price changes have 
been reported. Manufacturers claim 
that prices have reached bottom. 


We quote from jobbers’ stocks, 
f.o.b. hicago: Flat head, bright 
screws, 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
now list; japanned, 74-5 per cent new 

st. 


SOLDER AND BABBITT METAL.— 
Sales are quite active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $32 per 100 lb.; medium, 45- 
55 solder, $31 per 100 lb.; tinners’ 40- 
60 solder, $30 per 100 Ib.; high speed 
babbitt metal, $20 per 100 lb.; Stand- 
ty No. 4 babbitt metal, $11 per 100 


Handies.—Regular pattern, 


4%-ft., $5.90 doz.; X 4%-ft., STEEL SHEETS.—Local prices have 
$3.90 doz.; D-handle, best grade, 


$7.95 doz.:; X grade, $6 doz. Something been reduced and demand continues 
ade Handles.—D-handle, best fair. 


Sp 
grade, $7.75 doz.; X grade, $6 doz. Up Our We quote from jobbers’ stocks, 


HINGES.—Sales are said to be satis- ee ae gt ‘ 2m 
factory. , Sleeve 


black sheets, $4.50 per 100 Ib. 
We quote from jobbers’ stocks, tlle ) - 
f.0.b. Chi Heavy strap hinges. WHEELBARROWS.—A moderate vol 


cago: ; i : . 
in bundles, 4-in., $1.26; 5-in., $1.7 We will tell _ all about it ume of business is reported. 


74 
6-in., $2.12; 8-in., $3.54: 10-in., $5.48 i 
oe ee extra heavy T hinges, next week. Watch for it. ion Bs nel gg neg a ys 
6-in.. $2.52: owe ge: — et rows, $3.50, each; common steel tray 
” “OL, ” -0U, -in., : arrows, : each; steel leg garden 
per doz. pairs. barrows, $6 each. 


ICE CREAM FREEZERS.—Sales are WIRE GOODS.—The demand continues 


reporte j i 
ported to be improving. to hold up to the good level on sea- 
We quote from jobbers’ stocks, sonal items 
f.o.b. Chicago: White Mountain, 1-qat., ; 
We quote from jobbers’ stocks, 


4.85 list; -qt., $5.65 list; 3-qt., 

‘ > 4-qt., $8.25 list; 6-qt., f.o.b. Chicago: No. 8 black annealed 
$10.45 list; 8-qt., $13.50 list: 10-qt., wire, $3.55 per 100 lb.; No. 9, galva- 
nized plain wire, $4 per 100 1lb.; catch 


Hota: “bak, “stein Se 

. St; -qt., . ist; 25-qt., ‘ : weight spool galvanized cattle or hog 
$42.60 list; Arctic, 1-qt., $4 list; 2-at., Soe.; See Eee Tee See; See. S88, (Uae wire, $4.35 per 100 Ib.; 80-rod spool 
$4.60 list; 3-qt., $5.5 st; 4-qt., Casseroles.—Oval. No. 193 $12 doz.; galvanized hog wire, $3.77 per spool. 
$6.80 list; 6-qt., $8.60 list; 8-qt., $11.10 o. 197, $14 doz. , Polishes fence staples, $4.10 per 100 
list. All the above less 50 per cent Pie Plates.—No 202, $6 doz.; No. lb.; 12-mesh black wire cloth, $2.10 
discount. Auto Vacuum Freezers, 203, $7.20 doz.; No. 209, $7.20 doz. per 100 sq. ft.; 12-mesh galvanized 
1-qt., $3.30 each; 2-qt., $4 each; 3-at., Tea Pots.—2-cup, $20 doz.; 4-cup wire cloth, $2.45 per 100 sq. ft.; 14- 
$5.30 each; 4-qt., $6.65 each. 24 doz.: 6-cup, $28 doz. ; ‘ mesh bronze wire cloth, $6.20 per 


LAWN MOWERS AND GRASS ' Utility Pans.—No. 231, $8 doz.; No. es no Baad Sorgetees Sees bee. 
CATCHERS.—Sales are slowing down 1 nage , galvanized after poultry netting, 45 
now due to lateness of the season. ROOFING AND PAPER.—The active 


per cent discount. 
Lawn Mowers.—16-in. ball bearing. sales continue. Increasing costs 08 wRENCHES.—Sales are showing 
5-knife, 1l-in. wheels, $13.75 each; 


raw material may change prices. . 
16-in., ball bearing, 4-knife, 10%-in. fair volume. 


. We quote from jobbers’ stocks, ’ 
wheels, “$10.95 ‘cach: I6-in. plain © ¢orbe Chicago: Best grade slate sur: ¥® quote, fram. jobbers’ stocks 
each; “i6-in, ball ‘bearing. “@kette Gnees  Sreperes, sectes. , Vert, oer es, 60 per cent off list; Coes wrench- 
9-in. wheels, $9 50 oh; 16-4 ~ ae square; best talc surfaced, $2.35, per es, 40-10 per cent off list; engineers’ 
bearing, 4-knife, 9-in. wheels, $810 Soere; Se tale Cares, we wrenches, 25 per cent off list; knife- 
each; i6-in. ball. bearing. 4-knife, ee Sees! CEE tania Geantaian: 406 handle wrenches, 40-10 per cent off 
gin. wheels, $8.60 each; 16-in. plain ion en ree Met; Weiiieen, 76. gor cont off; Trimo, 
’ -Kn e, -in. W ’ ° ° e - ° 
oa. oo er ROPE.—Rope is in unusually good de- Snap-On Wrenches.—No. 50, Radio 
warete, Geetertggetanieed, Yet; mand for ‘this season, due to the ant Sees! tv Hin? Ma Mi 
packages, $8.80 doz.; galvanized bot- greater farm and building activities. Heavy Duty set, $8.80; No. 303, Ford 
No price changes are reported. 


tom, for 18 to 21-in. mowers, full Master Service set, $14.85; No. 404, 
canvas, for 18 to 21-in. mowers, $7.60 We quote from jobbers’ stocks, 


packages, $9.60 doz.; plain bottom, Universal Socket set, $7; No. 
Screw Driver set, $3.40 

doz.; plain bottom canvas for 12 to f.o.b. Chicago: No. 1 Manila, stand- 

16-in. mowers, $5.90 doz. ard brands, 17% to 19%c. per Ib.; No. 








PYREX WARE.—A good summer de- 
mand continues. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread ap hee 212, $7.20 doz.; 
Z. 


oO 
und, No. 167, $12 





square sockets, $3.70. 
Wrenches less 40 per cent. 
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Business Improving in Cincinnati— 
July Sales Show Increase Over June 


(Cincinnati office of HARDWARE AGE) 


ness of collections, but this is by no means general, as 
J x sales will show an increase over June totals, 


dealers are still discounting their bills. There are some 
sections of the district, however, more especially the coal 
mining communities, where dealers have been hard hit, 
and have been forced to ask extensions, but the financial 
situation is not acute, and manufacturers and jobbers are 
confident that with a return to normal in general business 
collections will again become satisfactory. 

Stability of prices is noteworthy. During the past two 
weeks local jobbers have made no price changes. Today, 
however, new lists were received from the Western Clock 
Co. and the Ingersoll Watch Co., containing price readjust- 
ments, and these will go into effect as soon as tabulated. 


according to jobbers. It is doubtful, however, if 
dealers will show much improvement, as the general 
public is now inclined, apparently, to cut down its pur- 
chases, particularly of seasonable goods, the demand for 
which had practically been destroyed. As a result there 
will be some carrying over of stock, particularly of poultry 
netting, screen doors and windows, ice cream freezers, and 
such items. Staple lines, however, continue in good de- 
mand, though the buying is largely of small orders for 
immediate delivery. 
Some complaint has been registered regarding slow- 
AUTOMOBILE ACCESSORIES.— ft.; 3-in., corrugated conductor el- 


ume, but current sales fair. No price 





Touring season in full swing has created bows, $1.51 per doz. 
demand for accessories. General busi- 
ness also good. No price changes. 


We quote from Cincinnati jobbers’ 
stocks: Luggage carriers, $1.10 each; 
in lots of six, $1.05 each. 

= spark plugs, in lots of 10, 
58c. each; in lots of 100, 56c. each. 

Delta spotlights, No. 24, $2 each: in 
lots of 13, $1.80 each; No. 20, $2.85 
each; in lots of 12, $2.55 each. 

Seat covers for Porde. Touring, $6 
set; coupe, $4.15 ty roadster, $3.70 
set; sedan, $7.75 set 


Ford commercial fenders, $2.75 
pair. 
Denatured alcohol, 50c. gal., with 


charge of $6 for drum. 
Raybestos brake lining, cut lengths, 
50 off; full roll, 60 off. 


BUILDERS’ HARDWARE. — Demand 
tapering off slightly with decline of 
building construction, but on the whole 
conditions satisfactory. Stocks not 
large and prices steady. 


BALE TIES.—Demand fair, stocks am- 
ple and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Single loop bale ties, 8% ft. 
15-ga., $1.45 bundle; 9 ft. 15 ga., $1.54; 
9% ft. 15-ga., $1.60; 9 ft. 14-ga., $1.75; 
Ser 14-ga., $1.85; 10 ft. 14-ga., 


CLIPPING AND SHEARING MaA- 
CHINES.—Sales fairly satisfactory, 
but future orders rather light. Prices 
steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1, clipping ma- 
chine, $12.75 list; one-man power 
shearing machine, $21 list; top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


COASTER WAGONS.—Demand fairly 
consistent, and jobbers’ stocks moving 
in fair volume. Prices unchanged. 


We quote from Cincinnati jobbers’ 

ogre: Auto coaster wagons, No. 
, $5.45 each; No. 2, $5.95 each; No. 

’ $6. 50 each; No. 132, $5.20 each: No. 
38 $5.80 each. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—Demand continues good despite 
falling off in construction, and year 
promises to be profitable one. Prices 
steady and stocks in good shape. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in., eaves trough, 
$4.50 per 100 ft.; 28- -gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 


FILES.—Fair demand, though curtail- 
ment of manufacturing activities has 
affected sales. Prices steady. 

We quote from Soggg agpe egy ype 2 


stocks: Disston files and 10 o 
Northwestern and Silver King, 65 off. 


GALVANIZED WARE.—Consistent de- 
mand, but future bookings light. No 
price changes, but rumors of lower 
quotations current, though unconfirmed. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10- -at., $2.40 
per doz.; 12- -at., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-at., $3.60 per doz.; 
Grranises tubs, No. 1, $6. ct per doz.; 
ss , $7.60 per doz.;: No. , $8.85 per 


HAMMERS AND HATCHETS.—Nor- 
mal demand, stocks in good shape and 
firm prices. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz., 
hammers, No. 81, $10.50 doz.; Boy 
Scout axes, $11.50 doz. 


HANDLES (AGRICULTURAL).—De- 
mand good, stocks adequate, prices 
strong. 


We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 
$8. 35 doz.; 6 ft. straight. 

- Fe straight, $6.50 doz.; 5 
ft. bent, $3.3 ; 6% ft. bent, $3. 95 
doz.; 6 ft. cnn $5 ‘doz. : Long manure 
forks, $2.85 doz.; ; D- shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 
ICE CREAM FREEZERS. — Sales, 
though fair, not up to expectations, and 
stock will be carried over. Unseason- 
able weather blamed. Prices unchanged. 
We quote from Cincinnati jobbers’ 
stocks: White Mountain, 1-qt., $4.85 
list; 2-qt., $5.65 list; 3-qt., $6.75 list; 
4-qt., $8.25 list; 6-qt., $10.45 list; 8-qt., 
$13.50 list; 10-qt., $18 list; 12-qt., 
$21.55 list; 15-qt., $25.60 list; 20-qt., 
$33.20 list; 25-qt., $42.60 list; Arctic, 
-qt., $4 list; 2-qt., $4.60 list; 3-qt., 
$5.55 list: 4-qt., $6.80 list; 6- qt., $8.60 
list; 8-qt., $11.10 list. All of the 
above less 50 per cent discount. 
IRON AND STEEL.—Reductions of $2 
per ton on all the rolled products. De- 
mand considerably better than last 
month. Stocks in good shape. 


We quote from Cincinnati jobbers’ 


stocks: Iron and steel bars, 3.30c. ; 
plates and shapes, 3.40c.; cold- 
rolled rounds, 4.05c.; flats, squares 
and hexagons, 4.55c.; hoops, 4.35c.; 


bands, 4.15c. 
LANTERNS.—Fall orders in light vol- 


changes contemplated. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.; 
Supreme, No. 24 : 
Midget vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $18 doz.; 
Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.: Little Wizard, $3. 50 doz.; 
Blizzard, No. 2, $13 doz.: Blizzard, 
brass fount and. top, $18 doz. ; Buck- 
eye Dash, $14 doz.; Railroad, "No. 39, 
$15 doz. 


NAILS.—Demand fair and stocks ade- 
quate. Prices holding fairly well. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.30 per 
keg, base; cement coated nails, $3 per 
count keg. 

PAINTS AND OILS.—Demand normal 
for the season. Linseed oil has ad- 
vanced 4c. per gallon. No _ other 
changes. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single 
barrels, $1.04 gal.; turpentine, single 


barrels, 85c. gal.; white and red lead, 
12%4-lb. kegs, 15c. b. 


ROLLER ce aitithnctheniand consist- 
ently good, with stocks rather light. 
Advanced prices in effect. 


We duote from Cincinnati gong t 
stocks: Union Hardware, Co.’s No. 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 


ROOFING PAPER.—Demand fair, with 
prices inclined to soften, but no actual 
changes. Stocks in good shape. 


We quote from Cincinnati jobbers 
stocks: Standard brand, light, $1.25; 
medium, $1.50: heavy, $1. 80; Holdfast 
brand, light, $1.50; me dium, $1.75; 
heavy, $2.10. Slate surface roofing, 
2. 


SCREEN DOORS.—Sales have been 


disappointing, due to backward sum- 


’ 


mer. Some stock will carry over as a 
result. 
SASH CORD.—Demand fair, prices 


steady and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Best grates, 84c. lb.; me- 
dium grades, 48c. Ib. 


SASH WEIGHTS.— Reports of impend- 
ing reductions, but nothing definite. 
Meantime demand is fairly consistent. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.20 
per 100 Ibs. 


SHEETS.—Jobbers have reduced prices 
(Continued on page 44) 
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Ask ’Em to Buy 


By Crosby Jackson 


r* was a nasty, rainy day. The sidewalks were crowded with umbrellas and the 
subways were stuffy and dank with the odor of wet clothing. 

Up in a big office building young res Hanson was making a call on an old college 
chum whom he had not seen for some time 

“How do you like your new job, Jack?” asked his friend, who was now office manager 
of an export corporation. 

“Pretty well,” Jack replied, “but selling leather is no easy job. I haven’t been at it 
long, of course, but business is rotten. I haven’t sold enough on this trip to pay my 
salary and expenses. How about having lunch together today: 

“All right, that will suit me,” was the reply. ‘“Let’s see. The 10 o’clock now. Sup- 
pose I meet you about 12.30.” 

“Fine. I don’t know whether to go over to Brooklyn this morning or not. There’s 
a firm over there I have to see, but going around in this rain is something fierce. 
Besides I have sort of a cold and I can’t afford to take a chance on getting laid up. 
Guess I’ll drop in a movie and then run over there this afternoon. Perhaps it will 
have stopped raining by that time. Well, so long. I’ll see you about 12.30.” 

“Ask ’em to buy” is a good slogan in rainy weather as well as in sunshine. 




















detectors, cat whiskers, etc., taking up Co., Newton, Iowa, that has an entire- 
Improved Starrett Ratchet very little shelf space and “making an ly “new washing principle. It is the 


Door-Holder excellent ape. result of over four years’ diligent 


; labor on the part of the designers. 
The Starrett Ratchet Door-holder is The name of this new washer is “One 
now made with several parts greatly 


Minute”—an old name but a newly 
strengthened. The plunger has been perfected washer. The design of the 
widened and strengthened so that it One Minute is pleasing to the eye be- 
retains its shape against the greatest cause of perfectly balanced proportion 
strain; the backbone has also been 


; . and harmony of lines. But this of 
widened and lies flush with the door, course, is secondary to its efficient 
preventing the ratchet from getting operation. Also many unnecessary 
out of place under any circumstances. 


; ; working parts have been eliminated. 
This holder is largely used in banks, The water action is violent enough to 
theaters, office buildings, homes, etc., 


; remove every particle of dirt and grime 
and is marketed by John Steinmetz 


. —yet it protects the delicate fabric 
Sons Co., Little Bldg., Boston, Mass. from undue wear. 








New Type of Lawn Mower 


The “Hercules,” new type of lawn 
mower, manufactured by the Blair 
Manufacturing Co., Springfield, Mass., 
is said to be the first hand operated 
lawn mower to be manufactured with 
traction wheels that run on alloy steel 
and high friction bearings and having 
a self-adjusting spring. 

The friction in the wheels, it is said, 
is reduced to the vanishing nvoint, which 
eliminates a great deal of the wear and 
tear and thus lengthens the life of the 


Display Kit of Star Radio 
Crystals 


The Star Crystal Co., 525 Woodward 
Avenue, Detroit, manufacturer of the 
Star-ite and B-Metal radio crystals as 
well as a complete line of fixed and® 
adjustable radio detectors, is now offer- } ~ 
ing an attractive Dealers’ Introductory 
Stock Kit, comprising the principal 
items in this line. This kit includes 
the following items: 

Four Type “E” detectors, 4 Type 

“G” detectors, 4 Type “L” detectors, 3 mower. 
Type “K” detectors, 12 Type “M” de- It is claimed that replacements are 
tectors, 6 Star-ite crystals, 6 Tri-Cat me unnecessary because the wheels run true 
whiskers, 12 B-Metal crystals, 12 Star : “ ; , and the gears mesh properly, giving 
silicon, 6 pyrites, 6 galena, 5 Attica Washing Machine Is Efficient in the mower great durability. 





insulators, 1 dummy Star detectors on Operation The mower is manufactured in four 
lid of box. sizes, 14, 16, 18 and 20 in., and it may 
The kit enables a retailer to carry a A new washing machine has been be obtained with either 4 or 5 drawcut 


complete line of radio crystals and perfected by the One Minute Mfg. wiper blades. 





CINCINNATI MARKET INFORMATION 


(Continued from page 43) 


$2 per ton on blue annealed and black each; contractors’ barrows, $5.40 et set, $8.75; No. 505B, screw driver 
. ; each; concrete barrows, $5.90 each. blades, $3.40; No. 900 set, square 
sheets. Demand fair and stocks in good ; ; socket, $3.70. All Snap-On wrenches 
shape. W RENCHES.—Demand fair, with less 40 per cent, f.o.b. Pittsburgh. 
stocks: No. ue annealed, 3.90c.; , , 
No. 11 black, $4.60c.; No. 28 galvan- We quote from Cincinnati jobbers gersoll Watch Co. and the Western 
ized, 6.75¢. a; Geek Geena o ona ty » Clock Co. have issued new price lists 
WHEELBARROWS.—Steady demand, Stillson and Trimo, 70, off; Snap- which show readjustments of present 
: : >, 4 » OU, - . ° 
prices strong and stocks light. trical set, $4; No. 101, Master Ser-  PYices. Some prices have been reduced 
We quote from Cincinnati jobbers’ vice Set, $15.25; No. 202, heavy duty and others advanced. Local jobbers will 
stocks: Cheaper wheelbarrows, steel set, $8.80; No. 303, Ford master ser- 


trays, $3.85 each; better grade, $5.10 vice set, $14.85: No. 404, flexible sock- soon announce new prices. 
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Crop Conditions Encourage Buyers 
in Northwestern Markets 


ITH continued good growing weather, and occa- 
sional rains, the prospects for a crop unequaled 
since 1915 are very good. A feeling of optimism 
greater and more general than this section of the country 
has experienced for some time seems to be present, and 
dealers and jobbers in all lines are looking forward .to 
better sales for the fall and the coming year than for the 


past two or three years. 


Canning supplies are moving out in good shape and, 
with the advance of the month, tourist supplies are in 


AXES.—The call for axes is regular, 


with stocks in good condition. Prices 
remain unchanged. 
' We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single bit axes, 
base weights, i9: double bit axes, 
base weights, 9. 


BOLTS.—Sales of bolts are running at 
a normal rate, with stocks well assorted 
and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts, 50-10 per cent; small 
and large machine bolts, 50-10-10 per 
cent from lists... Stove bolts, 70 per 
cent; lag screws, 60 per cent from 
standard lists. 


BRADS.—Brads are selling at a fair 
rate, with no change in prices. It is 
expected that more building in the fall 
will increase the sales somewhat. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—At the 
present time builders’ hardware is sell- 
ing at a fair rate. There has been no 
change in conditions in the building 
trades for some weeks. Prices are 
holding steady, with no prospect of any 
changes. 

COASTER WAGONS.—There is a 
good market for coaster wagons and 
other wheel goods. Stocks seems to 
be well assorted, and prices show no 
— 


quote from jobbers’ stocks, 
f.0. be Ny Twin Cities: Auto Wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each; No. 63, 
$7.72 each; Overland coaster wagons, 
33% per cent from factory lists; all 
steel coaster wagons, 50 per cent 


from list. 

EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales in this 
class of materials continue to be fair. 
Stocks are well assorted, and prices 
have not been changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5-in., $5.25 per 100 
ft.; 3-in., 28-gage conductor pipe, 
$5. 40 per 100 ft.; 3-in. conductor el- 
bows, $1.73 per. doz. 


FILES.—Sales are continuing on an 
even basis, the greatest call coming 
from the rural districts. Garages are 


showing more activity also. Prices 
have not been changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade files, 
50 per cent; second grade files, 60 per 
cent from ‘standard lists. 


FREEZERS.— With the continued 
warm weather, freezers are selling 


outing supplies. 


greater demand. The months of July, August and Sep- 
tember are regarded as excellent ones in which to push 
Already the tourist traffic has equalled 
that of last year at this time, despite the late start, and 
every indication points to the biggest year yet experienced. 

Harvest is getting under way, rye having been nearly 
all cut at this time. 


Supplies for the harvest season are 


in demand in the rural districts, twine being bought freely. 


better. Fill-ins for assortments are de- 
manding attention from the jobbers. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent dis- 
count from respective lists; Alaska 
Freezers, 20-10 per cent from lists; 
Auto vacuum freezers, 33% per cent 
from lists. 


GALVANIZED WARE.—Call for this 
class of merchandise shows some im- 
provement in the past few weeks. Job- 
bers are finding better sales, though 
orders continue to be light in indivi- 
dual items. . Prices have not been 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40 per doz.; No. 2, 
$7.15 per doz.; ‘No. 3, $8.40 per doz. ; 

heavy galvanized tubs, No. 1, 12: 
No. 2, $13.25; No. $14. 50; Standard 
galvanized pails, iz qat., $2. 25; 12-qt., 

$2.40; 14-qt., $2.75; 16- -qt. stock pails, 
$4.50; 18-qt., $5. 25 per doz. 


HAMMERS AND HATCHETS.—Call 
is at a fair rate, with stocks in good 
condition. Some prices show down- 


ward revision. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%; $11.40 per 
doz.; Plumb H. F. 81, $10.50; River- 
side No. etl? $10.50; Plumb broad 
hatchet No. $14.45; Plumb shing- 
ling hatchet "No. 2, $11.20; Plumb 
claw hatchet No. 2, $12.50 per doz. 


HOSE.—tThere is a good demand for 
garden hose, with the warmer weather 
and less rains. Contractors are buy- 
ing a little better than a few weeks 
ago. Prices have not changed. 


‘We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply, 10%c. per ft.; %-in. molded 
hose, 12c. per ft.; %- in. hose is about 
one cent less per ft. 


LAWN MOWERS.—Sales are at a fair 
rate, with stocks in good condition. 
Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mowers 
in ordinary grades, $9 to $10.50 each, 
according to quality. 


NAILS.—Sales are even, with stocks 
well assorted. Prices have been re- 
vised downward to meet the quotations 
from other market centers. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.90 per keg, base, and ce- 
ment-coated wire nails at $3 per 
keg, base. 


PAINTS.—There is some improvement 
in the call for mixed paints and paint 


Prices on nails, barbed fence wire, sheets and formed 
materials have been revised downward. 


materials. Prospects for better busi- 
ness in all lines seems to have stimu- 
lated the paint business, and jobbers 


report a steady increase in _ sales 
Prices have not been changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $12.83 per cwt. 


POULTRY NETTING.—Sales show a 
falling off from the spring demand. 
Orders are smaller, and in the nature 


of fill-ins, from the retailers. Prices 
have not been changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 

netting, 45-5 

lists. 
PYREX OVENWARE.—Sales are 
slightly improved, with stocks in good 
condition, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.11 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.; 
No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.; No. 12 tea pots, 
2-cup, $1.67 each.; No. 24 tea pots, 
4-cup, $2 each; No. 36 tea pots, 6- 
cup, $2.33 each. 


ROPE.—Sales are slightly improved, 
with stocks well assorted, and prices 
unchanged. Call is still good for the 
sizes used in haying operations in the 
—* 


Hexagon poultry 
per cent from standard 


sete from jobbers’ stocks, 
f.o. bey Twin Cities: Best grades of 
manila rope, 19%c. per Ib. Best 


grades of sisal rope, 16%c. per Ib. 
SASH CORD.—Demand is fair, with 
stocks well. assorted | and prices steady 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8, 
86c. per lb.; ordinary grades No. 8, 
45c. per Ib. 


SASH WEIGHTS.—Stocks are well 
filled. Call for sash weights is steady, 
but not heavy. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
$2.50 per cwt. 
SCREWS.—Demand is somewhat im- 
proved for wood screws. Stocks are in 
well filled condition, with prices steady 
at last quotation. 


We quote from jobbers’ stocks: 
Flat head bright screws, 75-15 per 
cent; round head blued screws, 75-5 
per cent; flat head brass, 70- 10 per 
cent, and round head brass, 65-10 
per cent. 


SOLDER.—The call for solder is nor- 
mal, with a slight revision upward. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 32c. lb. and strictly 
half and half solder at 30%c. Ib. 


STEEL SHEETS.—Demand is fair, 
with prices adjusted to equalize with 
other markets. 


We quote from 4 wen stocks, 
f.o.b. win Cities: co galva- 
nized steel sheets, 3 cwt., and 
black 28-gage steel sheets, $4.75 cwt. 


TIN PLATE.—Call for tin plate is 
only fair, the greatest demand being 
for repair work. Prices have not been 
changed on this line. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, Furnace 
Coke, ICL 20 x 28, $14.75 per box; 
Roofing tin, IC 20 x 28, 8-lb. coating, 


HARDWARE AGE 


WINDOW SCREENS AND SCREEN 
DOORS.—With the warmer weather, 
and the increase in insect life, the de- 
mand for screens and screen doorg 
shows improvement. Stocks are heavy 
enough to care for the demand. There 
is no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extension, $6.50 
per doz.; common screen doors, 2-8 
x 6-8, $28.20 per doz.; fancy screen 
doors, 2-8 x 6-8, $32.30 per doz. 


WIRE.—Call is even, with stocks well 
assorted. Prices have been revised 
downward to equalize them with other 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted barbed 
hog wire, $3.73 per 80-rod spool; 
painted barbed cattle wire at $3.49 
per 80-rod spool; galvanized barbed 
hog wire at $3.94 per 80-rod spool, 
and galvanized barbed cattle wire at 
$3.68 per 80-rod spool. 


WIRE CLOTH.—The demand for wire 
cloth is improving in a retail way. 
Sales from jobber to retailer are for 
fill-ins to keep up assortments. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12 x 12 mesh, $2.10 per 100 sq. ft, 
and galvanized wire cloth, 12 x 12 


$14.25 per box. markets. 


mesh, $2.60 per 100 sq. ft. 


Slight Summer Slump in New England 
—But Market Sentiment Is Better 


(Boston office of HARDWARE AGE) 
ITH the advent of real summer weather has come 
W the seasonable letdown in the hardware business, 
according to both retail and wholesale houses. 
There are, however, exceptions to all rules. Retail dealers 
catering to the summer trade at seashore and fashionable 
country locations are busy. It is, so to speak, between 
“hay and grass” in the wholesale market. Jobbers are 
still endeavoring to stimulate interest among retail dealers 
in fall goods, but as previously reported are meeting with 
only lukewarm success. The retail dealer is more con- 
cerned just now with cleaning up on seasonable merchan- 
dise than in ordering new stock. His current purchases 
are confined to immediate and pressing requirements. 
Optimism is more noticeable than heretofore. New 
England shoe manufacturers, more particularly in the 
Brockton, Mass., district, for the first time in months are 
getting good orders. The improvement in the cotton goods 
market, noticeable a month or so ago, is much more so 
today. Raw cotton values have been going up quite fast 


APPLE PARERS.—Apple parers are 
moving in larger volume than at any 
previous period this season. Jobbers 
say, however, the movement out of 
stock has by no means reached the peak. 
We quote from Boston jobbers’ 


per gal.; 


$1.05 per gal. 
$1.05 per gal. 


der, A. E. and Arctic, one-gal., $1.25 
per gal.; five gallons, $1. 08% per gal.; 
30 gallons, $1 per gal.; 
Cylinder, B, 
5 galions, $1.13% per gal.; 30 ga lons, 
Transmission oil, C, 
Transmission grease, 
CC, 5-pound lots, 20%c. per Ib.; lubri- 
cant grease, in 5-pound lots, $11.50 


of late. Raw wool values here, the center of the wool in- 
dustry, also are on the upgrade, and the demand for this 
product is evincing more life than it has before in many 
months. New domestic wool clips generally have been 
sold, and at good stiff prices. The woolen goods manufac- 
turers expect a big business next month. Flour and feeds 
are being marked up almost every day as a result of 
higher prices for grains. 

What effect the elimination of the Pittsburgh plus price 
base will have on iron and steel values and in turn on 
manufactured goods is problematical. It would seem only 
natural, then, that the New England hardware trade, with 
most of the things it depends on for ultimate business im- 
proving each day, should be optimistic. Everybody seems 
assured that business is going to be much better. Just 
when the turning point will come is the only bone of con- 
tention. Banking interests say the turn already has come, 
although the retail and wholesale merchant does not or 
will not admit it. 


is believed, are small, consequently ac- 
tive retail buying is anticipated follow- 
ing the vacation period. 
We quote from Boston jobbers’ 
stocks: 


Axes.—Single bit, $14.50 per om. 
base; double bit, $19. 50. With han- 


55 aioe 95. 
1-galion, $1. 30; 





stocks: 

Apple Parers.—Little Star, $9 per 
doz. net; Rocking table, $12; Goodell 
turntable, No. 98, $12. 


AUTOMOBILE ACCESSORIES.—Pos- 
sibly the most active item in automo- 
bile accessories is Boyce-ite. Sales have 
assumed large proportions, as is at- 
tested by the statement of the makers 
that they have sold 10,000,000 packages 
so far this season. Greases also are in 
good demand, and tires and tubes are 
moving well, say jobbers. 


We quote from Boston jobbers’ 
stocks 

Automobile Accessories.—Apco line, 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn button, 57c.; 
rear wheel brake, $9.38; glass oil 
gage, 30c.; ratchet wrench, $2.25; 
windshield wiper, $3.75; crankcase 
arm, 48c. and battery charger, $13.50. 
Spri ngs.— Vulcan line, all makes, 35 
per cent discount; Ford sizes, 7- leaf 
front, No. 2000, $1.25, net; 9-leaf 


front, No. 2004, $2: 9-leaf rear, No. 
2009, 25. 

Pressure Gages.—Balloon tire, in 
lots of less than ten, $1.13 each; in 
packages of ten, $1.08 each. 

Olls and Greases.—Mobiloil, cylin- 


per case of 12; in 1-pound packages, 
$10 per case of 48. Discount 25 per 
cent. 

Boyce-ite. — Consumers’ packs, 
three 4-oz. cans, $1 list; %-gal. cans, 
$3.50; l-gal. cans, $6. Consumers’ 
packs come 10 in crate: %-gal. cans, 
10 to crate; l1-gal. cans, 5 to crate. 
On full packages there is a discount 
of 40 Oa cent; on less than full pack- 
a. 33% per cent. 

res.—Hartford line, cord, non- 
skid clincher, 30 x 3 in., regular, 
$8 each net; 30 x 3% in., extra, 
$10.45; straight, 30 x 3% 


32 x 4 in., $14.60: 33 x 4 in., $15.05; 
34 x 4% in., $20.25; 35 x 5 in., $25 5.70. 
Tires. —Richland line, standard 
cord, clincher, 30 x 3 in., $8; 30 x 
$8.40; straight, 30 x 31% in., 
$9. 45; 33 x 4 -y @ $14.20; oversize, 
clincher, 30 x 3 .» $9.85; ney $1270 
30 x 3% in., $10.85; x3 i 
34 x 4 in., $16. ve 
33 x 6 in., 26.1 Bi X 43 in, $2148: 
35 x 5 in., $27 74b: 37 x 5 in., $28. 
BBD service truck, sore ty : 
4% in., $25.75; 33 x 4% in., $26.35; 
34 x 4i, in., $26.95; 33 x 5 in., $29.90; 
35 x 5 in., $31.40; 36 x 6 in., $56.50. 


AXES.—Jobbers are out for fall busi- 
ness in axes, but so far orders have 
been coming in slowly. Retail stocks, it 


dles, single bit, $18.75 per doz. 


BUILDERS’ HARDWARE.—Although 
construction in New England collec- 
tively is on the decrease, sales of build- 
ers’ hardware have sprung up again. 
Aggregate sales for the past week are 
sizable and embraced the full line. Both 
the wholesale and retail trade in this 
territory are in favor of the Govern- 
ment’s plan to equalize construction so 
it will extend throughout the entire 
twelve months of the year. 


CELLULOID.—Jobbers, following a re- 
vision in producers’ prices, heretofore 
quoting celluloid at list, are now giving 
10 per cent discount. 


We quote from Boston jobbers’ 
stocks: 

Celluloid.—Sheets, No. 15, 20 x 50 
n., $1.75 a sheet; No. 20, 20 x 50 in., 
$2.30. Discounts: Single sheets 10 per 
cent; six sheets 25 per cent; 12 sheets 
30 per cent. 
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Pittsburgh Plus Order 
Stirs Up Comment 
in New York 


Two items in the general news re- 
ceived more than ordinary comment the 
latter part of last week in the New 
York hardware market. These were the 
Federal Trade Commission’s order to 
the United States Steel Corporation to 
abandon the Pittsburgh Plus system of 
pricing steel, and the failure of the 
Bethlehem Steel Corporation to pay a 
dividend on its common stock 

In the opinion of many of the hard- 
ware distributors in and around New 
York the Federal Trade Commission’s 
order for the abandonment of the Pitts- 
burgh Plus system comes at a time 
when the plus system is not a market 
factor. Judge Gary, chairman of the 
board, United States Steel Corporation, 
made a statement to the press that the 
system is obsolete and is no longer em- 
ployed to any extent. Few of the hard- 
ware men in this market believe busi- 
ness will be seriously affected by the 
order. 

The passing of a dividend on Bethle- 
hem common was not altogether a sur- 
prise. Jobbers and manufacturers in- 
terviewed by HARDWARE AGE repre- 
sentatives do not regard it as specially 
significant beyond the fact that it indi- 
cates in the opinion of many a desire 
on the part of the Bethlehem Steel Cor- 
poration to build up its surplus. 

Better demands are being made for 
iron and steel. The Iron Age reports 
that production is on a larger scale 
than before the summer shut down, and 
that although prices have changed, they 
have declined. The larger amount of 
new business, it is said, is because the 
needs accumulated while rolling mills 
were idle are being filled, but this does 
not signify increased consumption. In 
some sections consumption is reported 
as less. 


Wire Consistent 


Wire demands are consistent. 
are firm; stocks ample. 


quotations to 
York: 
Barbed Wire.—50-ft. coil, 52c.; 100- 
ft. coil, 95c. 
eho mg Line Wire, 12-lb. 
stones, plain, No. 16, 85c.; No. 18, $1; 
No. 19, $1.05. 
Galvanized wire, No. 16, $1.08; No. 
18, $1.25; No. 19, $1.35. 
Galvanized steel wire, 100-Ib. bun- 
dles, No. 4, 5.75; No. 6, $5. 79; No. 8, 


Prices 


retailers, 


. . 
80; No. oss. 


.3b. 
” Staples. — Poultry netting poe 


%-in., 1-lb. packages, 10c. per 


10-lb. box, 9c. per Ib.; 100-Ib. keg, 
7%c. per ib. 

Barbed wire staples, 1%4-in., 25 Ib. 
to the box, $7.50 per 100; 100-Ib. keg, 
$6.75. Barbed wire staples, 1%-in., 
25 Ib. to the box, $7.50 per 100; 100- 
Ib. keg, $6.75. 

Ribbon wire staples, 1%4-in., $6.75 
per keg. 


Freezers Strong 


Freezers are active. Prices are firm; 
stocks are ample. Retailers are re- 

ported to be doing a good business in 
this line. 


Jobbers’ quotations. to 
f.o.b. New York: 

Freezers, triple action, $1.15 each. 

Auto Vacuum freezers, 1-qt., $3.33 


retailers, 





New York market. 
_ sistent; stocks are fair. 





HARDWARE AGE 


each; 2-qt., $4 each; 3-qt., $5.35 each; 
4-qt., $6.67 eac 

White © co a 2-qt., 
$2.83 each; 3-qt., each; 4-qt., 
$4.12 each; 6-qt., $5.03 each; 8-qt., 
$6.75 each; 10-qt., $9 each; 12- oa 
$10.78 each; 15-qt., $12.80 each; 20-qt., 
$16.50 each. 


Profit Packages Still 
Arouse Interest 


Interest continues for “Plumb Profit 
Packages.” These packages contain 18 
tools, which include 6 nail hammers, 2 
ball pein hammers, 4 hatchets, 6 scout 
axes with sheaths, window trim ma- 
terial, display cards and a counter case. 
The price is $17.30 per package. 


freezers, 


Drills in Demand 


Drills of all kinds are in good de- 
mand. Prices are firm and_ stocks 
ample. 

Jobbers’ quotations to 

f.o.b. New York: 

Straight and round shank drills, 60 
per cent from standard list. 

Wire gage drill, 60 per cent from 
standard list. : 

Millers Falls No. 1, 12% in. 
$2.80 each; No. 3, 11 in. 
each; No. 5, 12% in. long, 

1430, 101%4-in., $3.50 each; 

10'6-in., $4.65. 


Hose Selling Well 


During the past week interest in 
garden hose and hose accessories par- 
ticularly has increased, and jobbers re- 
port an active pick-up market. Warm 
weather and small rainfall is attributed 
as the reason. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Molded hose, lic. per ft. for 25-ft. 
lengths and 10! 2c. for 50-ft. lengths. 
Garden Hose.—4-ply, 8'%c. per ft.; 
5-ply, 9%c. per ft.; 6-ply, llc. per ft. 

Good Luck brand, llc. per ft. Milo 

brand, 12%c. per ft. Bull Dog brand, 

1s%c. per ft. 
Nozziles.—53c. each; 5 per cent 


for boxes. 
%, % and %-in., 


Couplings.—Brass, 
l10%c. each. 
Hose Clamps.—Galvanized, %, % 
and %-in., $2, $2.05, $2.15 respectively 
per 100: brass, same sizes, 3.10, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each; (Perfect Clinch), %, 
5% and %-in., 7%c. each. ‘ 

Hose Reels.—M. & K. No. 2, $2.95 
each; No. 10, $3.90 each; No. 20, $4.45 
each. Victor, $2.05 each. 


Solder Up le. 


retailers, 


long, 
long, $2.30 
$2.49; No. 
No. 1530, 


less 


Bar and strip solder both advanced | 


le. per Ib. during the past week in the 
Demands are con- 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bar solder, 32c. per Ib. 
38c. per lb. Kester solder, 
rosin core, 58e. per Ib. 


Strip solder, 
acid or 


Small Future Interest 
in Furnace Scoops 


Although there is little active demand 
for furnace scoops, jobbers report a 
fair number of inquiries. The prevail- 
ing quotations for fall deliveries are as 
follows: 

Jobbers’ quotations to 

f.o.b. New Yor 

No. 2, steel “py” handle, $5.50 per 
doz.; No. 2, wood “D’’ handle, $7.25 
per doz.; long handled furnace 
scoops, $5 per doz.; Ideal “‘D’’ wood 
and long handle, $10 per doz. 


retailers, 


Reading matter continued on page 50 








firm prices. 
most part are small. 
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Slightly Better Tone 
Throughout New 
York Market 


Summer vacations are being taken 
by many in the New York wholesale 
hardware market which, coupled with 
the slightly larger demand for goods, 
gives the market the appearance of 
being fairly brisk. As a matter of fact, 
demands are reasonably good, and cer- 
tainly better than they were, but there 
is nothing unusual about the orders 
that jobbers are receiving today. 

No price changes of any major im- 
portance were announced during the 
past week by local jobbers, and few of 
them anticipate any radical changes for 
several weeks. 

Retailers’ buying is still more or less 
concentrated on tools and staples, al- 
though some of the seasonable lines are 
more active than they were. 

Inquiries for fall goods have not ma- 
terially increased, although jobbers re- 
port slightly more interest on the part 
of the trade. Collections are said to 
be better, and the retailers throughout 
this section are said to be enjoying 
satisfactory business. 


Crab Traps Steady 


Interest continues for crab traps, 
although it is not as active as it was. 
Prices are firm; stocks fair. 


Jobbers’ quotations to retailers, 
f.o.b. New York 

Crab traps, 600. each. Nets, wood 
handle, 35c. each 


Good ive Interest 
in Wooden Rakes 


Suburban dealers are still picking up 
wooden lawn rakes. Prices are firm; 
stocks ample. 


Jobbers’ quotations 
f.o.b. New York: 

Wooden Rakes.—Wooden hay rakes, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. eac 

Lawn Rakes. —Three wood bows, 
24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 


each. 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5-ft. 
handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c.- each. 

Genuine Yamada lawn rake, 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
51%4-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8lce. each; 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 , anes 36c. each; 16 teeth, 40c. 
eacn. 


to retailers, 


95c. 


Wire Cloth Slow 


Wire cloth is sluggish, although there 
is a small consistent pick-up demand at 
Jobbers’ stocks for the 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Poultry Netting.—From New York 
stocks, 45 per cent; f.o.b. Pitts- 
burgh, 45-5 per cent 

Wire Cloth. — Jobbers’ quotations, 
f.o.b. New York: 
. Black wire cloth, 12-mesh, $2.30 per 
100 sq. ft. 

Galvanized wire cloth, 12-mesh,y 
$2.75 per 100 sq. ft.; 14- mesh, $3.25 
per 100 sq. ft. 
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AiR-Way Lets the Outdoors In 
—or Keeps the Outdoors Out 







When the weather is warm and pleasant, sun rooms, sleeping 
porches and other rooms equipped with Ai:R-Way Multfold 
A Window Hardware may instantly be thrown open to the bene- 
M. ultifold fits of sunshine and fresh air. 


Window Hardware And when winter comes, or sudden summer rains descend, these 

same rooms are quickly and securely sealed against the weather. 
i The owner of a porch installation writes: “Now, when it rains, 
we have an enclosed room. And on pleasant days we have an 
open porch. While in winter we have a room which is easily 
kept warm.” 


That’s the notable advantage of AzR-Way. It either lets the 
outdoors in—or keeps the outdoors out. When open, AzR-Way 
provides an opening the full width and depth of the window 
frame. When closed, it is absolutely weather-tight and rattle- 
proof. And it operates without interference from either screens 


Prospective home builders or drapes. 

will appreciate it if you will : : 

Pretapenes lag penn lo AiR-Way is by far the most perfect enclosure for sun rooms 
order. Write today for Cate- and sleeping porches. It also is ideal for bed rooms, living 
a ccdem steer bank rooms, dining rooms and kitchens. Old-fashioned double-hung 
— windows may easily be replaced with AzR-Way. 


Exclusive manufacturers of ‘Slidetite”—the original sliding- folding garage door hardware 








New York yy h rd W; | Mf Chicago 
| gbeston icnaras-Wiicox’ 8Q. _Minneapotie 
: on AHaneer for any Door that Slides = Kansas City 
5 Cincinnati AURORA, ILLINOIS.U.S.A. Los Angeles 
i bey RICHARDS-WILCOX CANADIAN COo., LTD. on 
aise Winnipeg LONDON, ONT. Montreal 
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Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 per 
100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 
%-in. mesh, $5.25 per 100 sq. ft.; 
¥%-in. mesh, $5.50 per 100 sq. ft. 


Sash Cord Weaker 


A slightly weaker price tendency de- 
veloped during the week in the sash 
cord market, some holders dropping 
their price 1c. per lb. base. This slight 
recession, however, has not affected all 
lines. Prices vary in different parts of 
the city. The prevailing quotations on 
popular brands range from 39c. to 
49%ec. per lb. base. 


Sidewalk Cleaners Arouse 
Little Fall Interest 


Queries continue for sidewalk clean- 
ers, but they are small in number. Some 
of the local jobbers are quoting the fol- 
lowing prices. 


Jobbers’ quotations to 
f.o.b. New York: 

No. 24, $4 per doz.; No. 26, $5.95 
per doz.; No. 27, $8 per doz.; No. 28 
$9.50 per doz. 


retailers, 


Battery Interest Keen 


Keen interest is reported for bat- 
teries. Stocks are fair and prices firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Batteries.—Red seal, 26c. each. 


Butts Vigorous 


Butts are particularly active. Stocks 
are fair and prices firm. 
Jobbers’ quotations to _ retailers, 


f.o.b. New York: 

Butts.—3% x 3%, case lots, 24%c. 
per pair; in less than case lots, 27c. 
per pair. 





Pulleys Steady 


A steady pick-up demand is reported 
for clothes line pulleys. Stocks are 
fair; prices are holding. 


Jobbers’ quotations to retailers, 
f.o.b. ew ork: 

Superior Clothes Line Pulley, 6-in. 
wheel, $2.25 per doz. 


Screw Hooks Active 


Steel screw hooks and screw eyes 
have been active for the past two or 


three weeks at firm prices. Stocks are 
moderate. 
Jobbers’ uotations to _ retailers, . 
f.o.b. New York: 


Steel screw hooks and screw eyes, 
85 per cent; galvanized, 80 per cent; 
brass, 85 per cent. 





Builders’ Hardware Steady 


Continued interest is reported in the 
demand for builders’ hardware in the 
New York market. Prices are firm 
and stocks sufficient. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Mortise inside lock sets, square 


bevel, round end, 68c. per set. 
Front door sets, single door, square 
bevel and round end, $1.85 per set. 


Bathroom sets, glass knob, $1.70 
per set. 
Butts, 3% x 3% in., F and D2, 


' 24%c. per pair in case lots; 27c. per 
pair for less quantity. 
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Garage Sets Strong 


Strong interest is still reported for 
garage sets. Stocks are fair; prices 
firm. Suburban dealers are particu- 
larly interested in this line. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Garage Sets. — (Stanley, 1776J). 

Lots of 6, $2.95 per set. In lots of 

less than 6, $3.10 per set. 


Pail Queries Fair 


Inquiries for galvanized pails con- 
tinue to be received by local jobbers. 
Prices are firm and stocks ample. 

Jobbers’ quotations to retailers, 
f.o.b. New York: 

Galvanized pails, 8-qt., 19%c. each; 
10-qt., 22%4c. each; 12-qt., 24%c. each; 
14-qt., 27%ec. each; 16-qt., 33%c. each. 


Jar Rubbers Selling Well 


Jar rubbers are being quoted in the 
local market at 80c. per gross in 12 
gross lots, and 85c. per gross for less 
than 12 gross lots. 


Screws Consistent 


Screws are in consistent demand. 
Prices are holding, and jobbers’ stocks 
are reported to be fairly well assorted. 


Jobbers’ quepeeens to retailers, 
f.o.b. New York: 

Screws at head, steel machine 
screws, 66% to 70-5 per cent. 

Round head steel machine screws, 
66%, to 70-5 per cent. 

Flat head brass machine screws, 
60 to 60-10-5 per cent. 

Round head brass machine screws, 
60 to 60-10-5 per cent. 

Flat head _ steel wood = screws, 
a full packages, 75-20-5-5 per 
cen 

Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 72%4-20-5-5 per 


cent. 

Round head nickel plated, 6214-20- 
5-5 per cent. 

Round head brass, 67%-20-5-5 per 
cent. 

Prices vary in different sections of 
the city. 


Keen Demands Continue for 
Bottle Cappers ' 


Keen demands are reported for bottle 
cappers. Jobbers’ stocks are reported to 
be good, and prices are firm. 

Jobbers’ uotations to _ retailers, 
f.o.b. New York: 

Eveready metal base, No. 3, 88c. 
each; Rimco bottle capper, 1.46 
each; Crown bottle cap, 5-lb. bag, 
$1.10 per bag. 


Miscellaneous Nails Up 
About 5% 


Miscellaneous nails were reduced 
about 5 per cent during the past week. 
This, however, does not affect the base 

rice on cut or wire nails. Current 

interest is more or less confined to 
actual requirements. Generally speak- 
ing, the market is firm. 


Jobbers’ er to retailers, 
f.o.b. New York: 
Nalls.—Wire nails, $3.75 base per 


keg. 
Cut nails, $4.35 base per keg. 
Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 
Rooting nails, 1 x 12, plain, $5.20 
per 100-lb.; galvanized, $8.20 per 100. 
American felt roofing nails, % x 
10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 
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Jobbers Foresee Possible 


Change in Bolt Prices 
This Winter 


There are some jobbers in the New 
York market who believe that bolt 
prices are likely to change before win- 
ter, because of the fact, they say, that 
manufacturers are producing without 
making any substantial profit. Com- 
petitive conditions are said to be the 
cause of this, and some jobbers believe 
that manufacturers themselves will be 
able to alter the situation within a few 
months. This, however, is altogether a 
supposition, as most of the jobbers who 
discuss this subject point out. 

_ Demands at the present time are con- 
sistent, prices are holding and stocks 
are fair. 

Jobbers’ quotations to tailers, 
f.o.b. New York: oe 

Bolts. — Common carriage bolts, 
— 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 

Lag screws, 50 to 50-10 per cent. 

Stove bolts, 75 to 75-10-5 per cent; 
both flat and round head. 

Sink bolts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 331%, per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 
cent. 

Round head iron rivets, 60-5 per 
cent; 10-in. rivets, black and tin, 
60-10 per cent. 

Cap screws, 80 per cent. 


40 per 





Sprayers in Demand 


Active demands continue for sprayers 
and sprinklers. Prices are firm; stocks 
are fair and retail sales are reported 
as fairly brisk. 


Jobbers’ quotations to 
f.o.b. New York: 

Sprinklers.—Sheet brass, 8 in. in 
diameter, 59c. each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom galvanized steel 
throws all water to the front an 
sides, 8\%-in. base, 58c. each; sprink- 
ler, 11 in. high, mounted on heavy 
malleable iron sleds, 3 brass arms, 
other parts japanned, $1.38 each; 
sprinkler, 20%-in. high, 3 brass arms, 
$2.25 each. Rain King lawn sprink- 
lers, $2.33 each. 

Sprayer.—Tin, will spray all kinds 
of liquid, capacity 1 pt., length 10 
in., 25c. each; same capacity, 1 at., 
length 14 in., 3lc. each. 

Junior Sprayer.—Galvanized steel 
tank, 20 in. long, 7% in. in diameter 
riveted and soldered, brass pump an 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic shut- 
off nozzle, $5.25 each; bucket pump, 
working parts all brass, handle and 
foot rest malleable iron, equipped 
with 3 ft. -in. hose with spray 
nozzle, $3 each; continuous sprayers, 
ae, 90c. each; brass, 5 
each. 


retailers, 





Continued Interest 


in Braces 


The demand for braces is satisfac- 
tory, with stocks adequate and prices 


steady. 
Jobbers’ uotations to _ retailers, 
f.o.b. New York: 


Millers Falls ratchet braces, 
32, $3.14 each; No. 9545, 10 in., 
each: No. 322, $2.59 each; No. 915, 
10 in., $2.50 each; No. 722, $3.47 each. 


No. 
$2 


Reading matter continued on page 52 











July 31, 1924 HARDWARE AGE 











Q— 

T° 1909, Alfred H. Grebe started to build 
radio units and parts. Early in these 

pioneer years, A. H. Grebe & Company 

established its leadership by the excellence 

of its workmanship, and by 1914 the 

majority of the apparatus used by the 

amateur bore the Grebe trademark. 

Many of the outstanding advances in 
receiver design, such as the practice of 
panel mounting and the automatic fila- 

Ye srctneradiceacange- aah ment control, had their inception in the 
season comes that we , p 

— cn a oat Grebe laboratory. The familiar “Tapered 

— Confucius Grip” Dial and “Tangent Wheel” Vernier 

en are noteworthy examples of Grebe crafts- 

manship. The true value of these contri- 

poco — butions is reflected in the ease of control 

come, you must sell appa- and thorough dependability of Grebe Re- 

a above the av-_ ceivers. 

QD, octor Wun The latest Grebe Broadcast Receiver, 
upholding the Grebe standards in every 
particular, marks still further progress. 

& 
yen sales policy of this Company, formulated during its years 
of merchandising experience, appeals strongly to dealers 
and jobbers who wish to build their radio business upon bedrock. 
Fe) 
A. H. GREBE & COMPANY, Inc. 
VAN WYCK BLVD. ° RICHMOND HILL, NEW YORK 
Western Branch: 451 East 3rd Street, Los Angeles, Calif. 
See our exhibit at the First Radio World's Fair, Madison Square Garden, September 22-28, 1924 
7% Arcessne 
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Reordering of Seasonal Merchandise 
Boosts Sales in Pittsburgh Market 


(Pittsburgh office of HARDWARB AGE) 


\ | HILE the between seasons period of the hardware 
trade has been reached, it has been attended by 
much less of a lull in business than usually is the 
case. The retail trade is having demands upon it for goods 
seasonal to this time of the year in much heavier volume 
. than was expected, and having been rather sparing buyers 
during the spring months, the retailers find it necessary 
to call upon jobbers to be able to supply demands. These 
belated retail orders do not run entirely to what may be 
called seasonal lines, since some fair-sized orders recently 
have been received for miners’ tools, pick handles and 
miners’ caps. The coal industry, as for some time past, 
still is in the throes of one of the worst depressions it has 
ever experienced and the appearance of even small orders 
for miners’ supplies is a matter of some surprise. Very 
fair business also is being done in strictly seasonal fall 
lines. Retailers have been making a pretty thorough can- 
vass of the situation and seemingly have come to the con- 
clusion that lower prices are not likely on copper kettles 
and other preserving utensils and have placed some fair- 
sized initial orders. 

Price changes have been remarkably few in hardware 
items in the past week. Although copper metal has begun 
to rise as a result of some large purchases in the recent 
past, new prices on copper kettles, slightly lower than those 
hitherto current, have appeared. Following recent re- 
visions on the mill prices of wire products jobbers have 
lowered their prices, all products except wire nails being 
embraced. 

The depression of the coal mining industry has been felt 
rather heavily by the hardware trade here over the first 
half of this year. Jobbers who depend for a large part 
of their business on the coal mining company stores have 
suffered the greatest recession from what they did in the 
first six months of last year. If there had been the usual 
amount of business from the coal industry, it is freely 
stated that business of the first six months of this year 
would have been practically at a par with last year. 

Steel business is better in the Pittsburgh district but the 
improvement has been nowhere nearly as great as one 
might be led to believe from newspaper accounts. News- 
paper writers, particularly those contributing to the finan- 
cial columns, regard it as essential that they paint the 
business situation in as bright colors as possible, and for 
that reason often give significance to developments that 
in the eves of those actively identified with the industry 
are really insignificant. What actually has happened in 
the steel industry is that consumers allowed their stocks 
to get down to a point where some purchasers were actually 
necessary and the past few weeks has seen an appreciable 


AUTO ACCESSORIES.— Good busi- 


ness is doing in tires but the market list: carriage 


60, 10 and 10 per cent off list; all sizes 
cut threads, 60 and 10 ver cent off 


gain in the number of orders. Volume is lacking and there 
are few who expect that business will be really heavy 
again until well into the fall. Just why the fall should be 
singled oft as the date of rising demands is not clear. No 
doubt a good many of the favorable prognostications are 
based upon the recent steep advances in prices of grain 
and other farm products. This development is expected 
to convert the condition of the farmer from one of poverty 
to one of prosperity and bring to the manufacturer of 
agricultural implements the big demands they have hope- 
fully looked forward to for the past four years. The auto- 
mobile industry, of course, is going to forget the experi- 
ences of this year and produce cars on a big scale and buy 
large tonnages of steel. The railroads encouraged by fav- 
orable issue of the coming presidential election are ex- 
pected to be free buyers of rails and rolling equipment. 
Of course, the big financial interests are to lend their 
support to a movement to restore business confidence for 
political effect: The country would always be prosperous 
if all of the beautiful dreams of the business forecasters 
would come true and business booms could be staged as 
plays. 

While the bottom probably has been reached so far as 
the demand for steel is concerned, it has not with regard 
to prices. Pittsburgh prices of plates and shapes have 
felt the effect of renewed competition among producers 
for orders to the extent of a decline of $3 a ton. Lower 
prices for sheets also have appeared and an effort on the 
part of one large maker of bolts, nuts and rivets to check 
the decline of prices, which has been on for about a year, 
has not yet found much success. There is not much real 
strength to prices generally except possibly of pipe, and 
that product not having so far responded to the weakness 
in other lines, not a few expect it will eventually join in 
the decline. | 

Decision of the Federal Trade Commission ordering the 
abandonment by the Steel Corporation and presumably by 
producers in general of the practice of quoting f.o.b. Pitts- 
burgh and charging freight to destination from Pittsburgh, 
regardless of location of producing plant, is a subject of 
much discussion. Nobody in Pittsburgh seems to be 
greatly disturbed by the decision. In the first place there 
has not heen absolutely rigid ébservance of the Pittsburgh 
base for some time, and for three years at least Chicago 
has had its own base. In the second place, leading steel 
manufacturers are inclined to believe that the minority 
report rendered by Commissioner Gaskill, which states 
that the Federal Trade Commission under the law creating 
it does not have mandatory powers. If the steel industry 
therefore see fit to ignore the decision there is doubt that 
it could be inforced. Threshing out the legal phases of 
the matter might well consume a couple of years. 


bers are getting surprisingly large 


number of small orders for miners’ tools, 


small rolled 





generally is pretty quiet. 


BOLTS, NUTS AND RIVETS.—Local 
jobbing prices are holding about as last 
quoted. Mill prices still are irregular 
and easy due to the fact that supply as 
typified by capacity greatly exceeds the 
demand. Selling prices are well below 
costs as they generally return only the 
cost of steel, leaving the manufactur- 
ers to absorb the cost of labor and the 
package. 


We quote out of jobbers’ stocks, 
as follows: 
Machine bolts, small rolled threads, 


threads, 60 and 10 per cent off list. 

COPPER KETTLES.—New prices have 
appeared showing slight decline. Eight 
to 60-gal. kettles now are quoted 38c. 
per lb. Demand is brisk in preparation 
for the fall preserving activities. 

LAWN MOWERS.—So. far only one 
manufacturer has announced 1925 
prices. This maker announced reduc- 


tions ranging from 7% to 10 per cent. 


MINERS’ TOOLS AND SUPPLIES.— 
Although the coal industry in this part 
of the country is almost stagnant, job- 


pick-handles, caps and lamps. 


PRESERVING SUPPLIES. — Initial 
fall orders from retailers for aluminum 
and enameled kettles are very satisfac- 
tory. Fruit crops in this part of the 
country are running large this year and 
it looks as though preserving activities 
will be in keeping with that fact. Job- 
bers also report a good many orders for 
wine and cider kegs and for bottle cap- 
pers. 


WAREHOUSE HEAVY STEEL 
PRICES.—No further decline has taken 
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KNIFE SHARPENER 


Aristocrat of Sharpeners 
Beauty—Utility—Durability 


beg. 


Patent Pending 


Beautifully nickeled. 


$1.00 Retail 
PENNSYLVANIA BUILDING 











No. 3759 Crystal 


Non-corrosive discs. Can 
be held safely and firmly. 
two-edge tool. Where you want it when you want it. 


THE PHILLIPS-LAFFITTE CO. 


Incorporated 1906 


No. 3760 Opal 
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Sharpens any knife or 


$1.00 Retail 
PHILADELPHIA, PENNA. 


Combinations To Outfit a Complete Modern Bath Room 


You wouldn’t think of completely furnishing a 
new home with hardware that didn’t harmonize. 


Why not this same harmony in all of the fixtures 
for the bath room? 


What mars the appearance of a bath room more 
than fixtures that do not match-—one design “‘this” 
—another design “that’’—no two alike. 


The modern housewife gives as much attention 
to the appearance of the bath room, as to any other 
room in the house. 


In the manufacture of “RINGCO” Bath Room 
Fixtures we carry out the general- design of an 
article in other pieces, so that in the complete equip- 
ment of a bath room, all pieces will harmonaze. 


Home owners appreciate this—they also appre- 
ciate the fact that “RINGCO” Bath Room Fixtures 
are made of SOLID BRASS—the metal that gives 


everlasting service. 


Our free catalog shows nearly 300 different items. 
If your Jobber cannot supply you—write to us, of 
to our nearest branch office. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 


New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 


Boston, 170 Summer St. 
Chicago, 29 E. Madison St. 
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“BEST-EVER” Coffee 
for EVERY MEAL 














Crystal 
Coffee Mill 





Reg. 
U. 8. Pat. Office 


How often do you sit down to a break- 
fast table at home or at a restaurant and 
enjoy that feeling of complete satisfaction 
that comes with a truly good cup of coffee? 


Women pride themselves in being able 
to make good coffee—and they're quickly 
learning that the best coffee is made by 
grinding it fresh from the bean in an 
Arcade Crystal Coffee Mill immediately 
before using. More convenient and less 
expensive. 


Ask us for free display stand—fill the 
glass canisters with coffee beans and set 
the display on a prominent counter. Let 
your customers actually grind the coffee 
and examine for themselves the distinct 
features about Arcade Crystal Mills—and 
how easy it is to have better coffee. Ad- 
justable to any degree of fineness. Fully 
guaranteed. 


Your Jobber Will Supply You 


Write us for Catalog No. 30-M show- 
ing complete line of Arcade light hard- 
ware and cast-iron toys. 


Arcade Manufacturing Co. 


Freeport, Illinois 


AKCADE 


ARRDWRARE 














This Free Display Stand in your window or on 
your counter will help you sell "em. Attractively 
finished in Blue, White or Yellow. Newspaper 
electros also furnished fre. 
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PITTSBURGH MARKET INFORMATION 


(Continued from page 52) 


place since the one announced July 16, 
but as mill prices have continued to 
seek lower levels, lower warehouse 
prices appear likely. Warehouse busi- 
ness is fairly good since not a few con- 
sumers who ordinarily deal directly 
with the mills do not want as large 
amounts as they would have to place 
to secure the mill prices and are going 
to the warehouses for supplies. 


We quote from Pittsburgh ware- 
house delivery charges to be added; 
Bars and small shapes, 2.90c., base; 
reinforcing bars, 2.90c. per lb., base; 
bands, No. 12 gage and heavier, 
3.60c., base: hoops, No. 13 gage and 
lighter, 3.60c., base; cold-finished 
shafting and screw stock, rounds, 
3.80c., base; squares, hexagons and 
flats, base, 4.30c.; structural shapes 
3c., base: plates 3c., base; wire nails 
bright, $3.20, base, per keg, coated 
$2.80, base per count keg, smooth 
foundry and large head roofing nails 
$3.30: black soft annealed wire $3.10 
anne per 100 lb., galvanized soft wire 
3.10. 


WIRE PRODUCTS.—Revisions in job- 
bers’ prices in keeping with recent de- 
clines in mill prices have been an- 
nounced. Jobbing prices of nails an- 
ticipated in the lower mill prices and 
they remain unchanged in the latest 
revision. The old list and discount 
method of quoting woven wire fence is 
gradually being supplanted by a net 
delivered price method by _ several 
manufacturers, but the new method is 
not yet in general use, as jobbers here 
continue to quote the discount basis. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.20 to $3.25 base, per 
keg: galvanized, 2-point cattle wire, 
$3.15 per spool; galvanized, 2-point 
hog wire, $3.35 per spool: galvanized 
4-point cattle wire, $3.35 per spool; 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 annealed fence wire, 
$3.10 per 100 .: No. 9 galvanized 
fence wire, $3.55 per 100 1b.; woven 
wire fencing, 67% per cent off list. 
All the above prices on spools are 
for 80-rod. 











ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, secre- 
tary, Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, week of Jan. 19, 20, 21, 
22, 23, 1925. J. M. Stone, secretary- 
treasurer, 200 Republic Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION, Grand Rapids, Feb. 24, 25, 


| 26, 27, 1925. Hotel headquarters, Hotel 
Plantlind. A. J. Scott, secretary, Marine 
City. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and ‘Twenty- 
fourth Street, Minneapolis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmage, secretary-treas- 
urer, Bozeman. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 E. Washington Street, Indian- 
apolis, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 


Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel, Exhibition, 


City Auditorium. George H. Dietz, secre- 
tary, 414-419 Little Building, Lincoln. 

NEw ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION. Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 10 
High Street. Boston 9, Mass. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NortTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION (place not yet se- 
lected), Feb. 11, 12, 13, 1925. C.N. Barnes, 
secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Columbus, Feb. 10, 11, 12, 
13, 1925. James B. Carson, secretary, 1001 
Schwind Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple 


Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary - treasurer, Oklahoma 
City. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, Man- 
ager, Nicollet Avenue at 24th Street, Min- 
neapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May, 1925. Walter Harian, 
secretary - treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 


ASSOCIATION CONVENTION, Los Angeles, 
March, 1925. H. L. Boyd, secretary-treas- 
urer. 435 San Fernando Building, Los 
Angeles. 


HARDWARE AND IMPLEMENT ASSO- 
Jan. 20, 21, 


TEXAS 
CIATION CONVENTION, Dallas, 


22, 1925. Dan Scoates, secretary-treasurer, 
College Station. 
WISCONSIN RETAIL HARDWARE ASSOCIA- 


TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 


WESTERN RETAIL IMPLEMENT AND Harp- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. Bm. Od. 
Hodge, secretary, Abilene, Kan. 


WEsT VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 
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GROSS HARDWARE CO.’S BIG PUBLICITY STUNT 


(Continued from page 39) 





Tritt tiie iii 


wanted and got a good chance to look 
it over and they will all come back 
sooner or later with the necessary 
money. 

The range of prizes included 
sweaters, boxing gloves, and other 
items desired by boys. The retail 
value averaged between $4 and $5 
each. The winners were given their 
choice in turn. 

The winner, in one class, just a 
lad in short pants, made the half- 
mile in 43 seconds. The next class 
winner made the half mile in 46 4/5 
seconds and so on down the line. The 
little fellows only peddled a quarter 
mile race, the lowest score being 30 
seconds for the distance. 

The crowd around the window was 
a study. Ambition, excitement, ad- 
miration and disappointment were 
apparent on every hand. The dis- 
appointment was due to the fact that 
these boys did not register and were 
not eligible for the race. A group 
of them hunted out Mr. Heinmiller 
while the HARDWARE AGE reporter 
was present, and asked what they 
had to do to race. Mr. Heinmiller 
asked if they had not read the 
papers and they admitted that they 
had not seen the advertisements. One 
of the boys even admitted that he 
worked for one of the large dailies 
in which the ad. had appeared and 
they all marched out to watch the 
contestants, vowing to themselves 
and each other, that it would be 
pretty hard for Gross Hardware to 
pull such another stunt without them 
being in on it—from then on they 
were going to watch the papers. 

After the race was over, Mr. Hein- 
miller wrote each of the registered 
boys and gave the winning scores 
and the names. It was the kind of 


a letter a boy likes to get—on reg- 
ular stationery and “everything.” 
The envelope was typed in the most 
business like fashion. 

The last two paragraphs of this 
letter were sales producers and they 
read: “This is National Bicycle 
Week and our Bicycle Club is still 
open for entries to those who are 
going to buy a bicycle. A $6 sweater 
is given free to every entrant. Come 
in and ask about it. 

“Now that you know where we 
are located make this store your 
headquarters for baseball and tennis 
goods, camping and fishing equip- 
ment and anything else you need in 
the sporting goods line.” 

There is no question but that the 
Gross Hardware Co. lined up at least 
three hundred boys as good steady 
customers to say nothing of the hun- 
dreds who breathlessly watched the 
races. In the crowd watching there 
were some big boys, too, some of 
them carried canes and others had 
white hair, but they had just as 
much fun as anybody and they will 
buy hardware at Gross’. 

Mr. Heinmiller says, “It was con- 
ceded by everyone that it was the 
biggest publicity stunt that we ever 
put on. On the closing day people 
were lined up on both sides of the 
street. | 

“Bicycle sales during the race and 
since have been good, but naturally 
the results from a display of this 
kind are not immediate, nor are the 
results necessarily bicycle sales.” 

This is a stunt that will bring the 
youngsters as well as the grown-ups 
to any hardware store and it is an 
inexpensive method of good publicity 
which will get folks into the habit, 
be they young or old, of coming to 
the hardware store. 








The Market for Electrical Merchandise 


Almost twice as many homes were wired for electricity 
in 1923 as there were washing machines sold by all manu- 
facturers. There were more homes wired in this one year 


than the total number of vacuum cleaners sold. 


More 


than twenty-five times as many homes were wired as 


there were ironing machines sold. At least 20 per cent 
of the vacuum cleaners sold are ready for replacement. 
This is just a glimpse of a picture which shows the possi- 


bilities of sales for electrical appliances. 

















Not next year 
—next Month 


Here is something that just can’t 
wait until next year! It is too 
good to stay idJe, even if you were 
overstocked with ordinary rakes 
for this coming fall. The Yellow 
Jacket Self Cleaning Lawn Rake 
will sell because it has a purpose 
and a feature that appeals in the 
fall, and because it costs no more 
than a good ordinary rake. 


The patented self-cleaning fea- 
ture of the Yellow Jacket is sim- 
ple and foolproof. A_ small 
spring allows the head to collapse 
on the backward stroke and the 
captive leaves are quickly rubbed 
clear of the rake. No extra ef- 
fort—no lost time. 


Stock at least a dozen of these 
rakes right away. Be prepared to 
supply the demand that our ad- 
vertising will create for you, and 
see for yourself how the Yellow 
Jacket will sell. 


As a special introductory offer, we 
will mail you a Yellow Jacket 
rake, postpaid, for 50 cents and 
the attached coupon. Or drop us 
a postal for circular and quota- 
tions. 


att, JACKEr 


Self -Cleaning 
LAWN RAKE 


Lindsay Chaplet & Mfg. Co. 
HARRISON BLDG., PHILADELPHIA 


Lindsay Chaplet & Mfg. Co., 
Harrison Bldg., Philadelphia. 
Enclosed find 50 cents in stamps, for which 


please send one Yellow Jacket rake, postpaid, 
with circular and quotations. 
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Amendment of Fordney-McCumber 
Tariff Law Is Agitated 


Free-Listing of Copper Blamed for Depression in Industry 
Flexible Tariff Said to Be Administered 


WASHINGTON, July 28, 1924. 


LMOST before the smoke of bat- 
A tle in the three national conven- 
tions for the selection of Presi- 
dential candidates has cleared away 
two definite movements have appeared 
in Washington looking to significant 
changes in the existing tariff law. 
Whether they will make substantial 
headway at the coming short session 
of Congress is problematical, but no 
doubt they will be heard from and 
their objectives are important enough 
to justify their promotors in possess- 
ing their souls in patience until the 
opening of the new Congress. 

One of these movements contem- 
plates the transfer from the free list 
to the dutiable list of the tariff law of 
a number of commodities the most im- 
portant of which is copper. The other 
proposes the comprehensive revision vf 
the flexible provisions of the present 
tariff law with a view to providing in 
the statute itself a code of regulations 
that will displace the informal rules of 
procedure of the United States Tariff 
Commission, which have come in for 
much unfavorable criticism throughout 
the past year. 


A Depressed Industry 


The movement to impose a duty on 
copper has its mainspring in the un- 
satisfactory condition of the domestic 
industry throughout the past year. 
Thousands of miners are said to be out 
of work today in the Lake Superior, 
Arizona and New Mexico districts and, 
as is well known, nearly all the Ameri- 
can copper-producing companies passed 
their dividends in March and June. 

The condition chiefly responsible for 
this situation in the copper industry is 
declared by protection advocates to be 
due to what they stigmatize as the 
“free-trade-in-spots” policy of the 
Ways and Means and Finance Commit- 
tees, which framed the Fordney-Mc- 
Cumber Tariff Act. The free listing 
of copper, it is alleged, has resulted in 
the importation during the past year 
of no less than 700,000,000 Ib. of this 
important metal which, of course, has 
displaced an equal quantity of the 
domestic product. 

While the figures quoted constitute 
only an approximation and possibly 
are somewhat exaggerated, the official 


Along Political Lines 


By W. L. CROUNSE 


statistics go a long way toward bear- 
ing out the general statement that the 
past fiscal year has seen a very im- 
portant increase in the importation of 
copper as compared with 1923. Sta- 
tistics for the 10 months ended April, 
1924, show importations of copper in 
ore, concentrates, regulus and coarse 
metal aggregating 136,365,000 lb. as 
compared with 107,803,000 lb. for the 
same period of 1923. The importation 
of unrefined, black, blister and con- 
verter copper in pigs and bars, etc., 








Coming! 


In next week’s issue of 
Hardware Age will ap- 
pear an important an- 
nouncement. Watch for 
it! 








totaled 385,874,000 lb. for the ten 
months of 1924 as against 299,701,779 
lb. for the same period of 1923. Im- 
portations of refined copper aggre- 
gated 94,176,000 lb. in the ten months 
of 1924 as compared with 85,997,000 
for the same period a year ago. 


Chile Is Chief Competitor 


The most active competitor with 
domestic copper is the product of the 
Chilean mines. For the first ten 
months of the fiscal year 1924, Chilean 
copper was imported as _ follows: 
Copper in ore, concentrates, regulus 
and coarse metal, 47,491,545 lb.; un- 
refined, black, blister and converter 
copper in pigs, bars, etc., 93,922,995 Ib. 
and refined copper, 83,975,601 Ib. 

Mexico ranks second as a country of 
origin furnishing 92,731,000 Ib. of 
copper of all kinds while Portuguese 
East Africa was a close third with 91,- 
182,000 lb. Peru with 75,771,000 Ib., 
Canada with 65,508,000 lb. and Cuba 
with 21,452,000 lb. followed in the 
order named. 


Protection advocates insist that a 


small duty on copper would increase 


the cost of copper manufactures but 
slightly while on the other hand it 
would enable the domestic miners and 
smelters to obtain a considerable mar- 
ket in this country now supplied by 
foreign metal and permit them to 
operate their mines more continuously 
and thus provide more stable employ- 
ment to a much larger number of men. 


Cutlery Schedule Attacked 


In contrast to the criticism of the 
maintenance of copper on the free list 
the complaint is being voiced that the 
cutlery schedule of the Fordney- 
McCumber Act is so high as to be 
almost prohibitory and imposes an un- 
warrantable burden upon the Ameri- 
can consumer. This complaint is in 
line with predictions made by repre- 
sentatives of importing interests and 
by minority leaders of both houses of 
Congress when the Fordney-McCumber 
bill was under consideration. 

While there is no justification to be 
found in the import statistics of the 
claim that the present cutlery schedule 
is prohibitory there is evidence that it 
is having a restrictive effect upon for- 
eign competition. 

The statistics for the ten months 
ended April of the current year are 
illuminating. They show two things, 
first, a marked shrinkage in both quan- 
tities and values of imported cutlery 
of all kinds and, second, a decided in- 
crease in the average invoice unit 
price. 

For example, the imports of razors 
and parts thereof for the ten months 
ending April declined from 19,548,318 
pieces valued at $431,474 in 1923 to 
1,956,068 pieces valued at $114,795 in 
1924. It will be noted that while the 
imports have fallen off 90 per cent 
in volume the unit price has risen from 
2.2 cents per piece to 7.3 cents, al- 
though the fact should be borne in 
mind that the percentage of parts to 
complete razors is an important factor 
in considering invoice unit costs. 

The imports of scissors, shears and 
clippers show a decline from 4,887.257 
pieces valued at $578.475 to 2,350.002 
pieces valued at $283,657. As to this 
class of goods while the imports have 
been reduced more than 50 per cent the 
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(Continued on page 64) 
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Made With Care ~— Sold With Pride 


In the production of RAKCO Rope we 
exercise the most painstaking care in every 
detail of its manufacture—then sell it with 
pride. 











Not only must the material used measure up 
to a definite quality standard, but the finished 
product must undergo a rigid test for strength. 
This test must unfailingly prove , RAKCO 
Rope safe to use and therefore safe to sell. 





Manila Rope 

























Sk tee We study your customers’ interest. 
Binder Twine When in need of Manila Rope, Sisal Rope, 
Binder Twine and kindred cordage—put it up 
to us to prove that we deserve your Rope 
trade. 
The R. A. Kelly Company 
Minin Office STOCKS B h Offi 
Xenia, Ohio Schermerhorn Bros. Co. The Morey Mercantile Co. N “Onl a La 
Site Cth: Diem Omaha, Neb. Denver, Colo. ew eans, 
ager , l i ~ Among those who love fine things, 


Heisey ¢) Glassware 


has long been established as the standard of 
quality. 

Asa Heisey dealer, these discriminating people will 
come to. you for the glassware that bears the dis- 
tinguishing ¢ mark. There is an endless variety o1 
Original Heisey patterns and shapes from which 
they car select. 

The Heisey line will be a source of most gratifying 
profit to you. 























Write for particulars 


A. H. Heisey & Company 


Department H. A. Newark, Ohio 





rn ef i - 407- HOTEL 


3 Yh A Iw alt 
iH EISEY St. , - mM pv 






—__— 
—_—— 
—-— 
—— 
—_— 








ain 
tf CREAM 
Wi hdl 407-8 Oz. 

v . 


TUMBLER 407- 
GoBteET 



































HARDWARE AGE July 31, 1924 












































Through unity of effort, 
large scale production, 
the elimination of waste 
through the use of ef- 
ficient machines, the 


hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for 
over 50 years manu- 
factured rivets that are 
the recognized standard 


in their field. 
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TUBULAR RIVET & STUD 
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WHO’S BEING FOOLED? 











Ceteseetrortas 


tirely in accord with the prevailing policy), the cus- 
tomer thereupon said: “All right, I willtake one. The 
other stores never have anything you want, and you 
folks always have.” Sure, one swallow does not make 
a summer, but the proof was in the fact that the sale 
of that line was four times greater after establishing 
that policy than it was the year before. 

If the dealer buys consistently, at frequent intervals, 
his chances of serving his trade efficiently and satis- 
factorily will be many times enhanced. So many 
dealers wait until their stock of any line is shot to 
pieces and then, in their determination to not let it 
happen again they order too much. The exact state 
of the stock at all times is the criterion which will 
measure the benefit the community derives for the 
store’s existence. The dealer owns his own store but 
he owes it to his constituents to properly serve them. 
In order to maintain the position of quasi-wholesalers 
it is necessary to purchase goods mostly in standard 
packages or cases. This is a drag on most stores that 
prevents profit showing at the end of the year. Over- 
stocks and poorly selected goods are chargeable to the 
habit of trying to maintain a false position. 

I believe the day will come, and soon, when the 
dealer will buy all of his requirements from the nearest 
jobber. It is deplorable when one visits some of the 
retail stores and sees their unbalanced, poorly selected 
stock and listens to the arguments the customers use 
in trying to get better prices. I refer above to a man 
operating a peanut stand asking for better prices, and 
this illustration may seem far-fetched, yet I recall 
definitely when a man came to a store, using as an 
argument to get a discount the fact that he was a 
merchant and it was known to me that he did operate 
a peanut stand. To all intents and purposes he was a 
merchant, but he carried no hardware and, therefore, 
he was not entitled to a better price. When will the 
retail hardware merchant wake up? Does he ever go 
to the clothing merchant, the shoe man, the grocer, the 
plumber and others operating in his town and ask for 
better prices because he is a hardware man? I have 
yet to experience enjoying a discount on one of these 
articles because I was in the hardware business. Yet 
hundreds of times can I recall when other retailers in 
the vicinity came to the hardware store asking for 
better prices because they were merchants. 

I am sure that no sane person can fail to lay the 
blame where it belongs, and that is on the shoulders of 
the hardware man. My advice, then, to retailers is 
to stop fooling themselves, operate strictly as re- 
tailers, give nobody a discount and adhere to a one- 
price policy except in quantity purchases. It is time 
for retailers to wake up, and there is no better time 
than the present. FRANK MAPPES. 








A Good Record 


Thomas B. Jameson, Cleveland Heights, Ohio, 
turns a $5,000 stock of electrical merchandise eight 
times a year, by catering specially to the needs of 
suburban householders, by carrying only high grade 
merchandise, and by progressive merchandising. 
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THE BEST WAY TO PAY SALESMEN 


(Continued from page 27) 





not impressed by promises for the future. It takes 
just a little more faith and imagination than the aver- 
age salesman possesses to work very hard for an 
entire year in the hope of getting a raise in salary for 
the succeeding year. The end of the year is too far off. 
Too many things might happen. If the early part 
of the year is good, the latter part of the year might 
be bad. What the salesman wants is quick money. He 
believes in the lines from Omar Khayyam: 

“Ah, take the Cash and let the Credit go, 

Nor heed the rumble of a distant Drum!” 

In my next article I will pursue my meditations on 
the other forms of compensating salesmen and in the 
last article (if we reach it,) I will give my conclusions 
as to the best plan, based on my experience and observa- 


tion. 
“THE SALES MANAGER.” 





Some Impressive Facts 


EORGE M. EVENSON, vice-president Knapp & 
G Spencer Co., Sioux City, Iowa, sends us a copy 

of a letter he received recently with the follow- 
ing comment: “I have just received from one of our 
customers, a man who operates a lumber yard, as well 
as a hardware store, a letter which looked to me as 
though it was good enough for you to make use of it 
in the next issue.” 

Here it is: 

“We are selling the material for a house at the edge 
of town that will cost the owner, Mr. Smith, $6,000, 
complete, ready to move into. 

“IT walked out there recently, a matter of six blocks 
from the office to take a look at the house, as it was 
well inclosed and the work was going on rapidly. 

“The house is on a nice raise of ground, fine trees 
and makes a fine appearance. Here is what I saw: 











Mr. Bailey, Carpenter, Maxwell Sport.......... $ 975 
Mr. Lines, Carpenter, Ford Touring.......... 380 
Mr. Spunagle, Contractor, Ford Touring....... 380 
Mr. Pfander, Carpenter, Big Six Studebaker... 1,750 
Mr. Hoage, Carpenter, Light Six.............. 995 
Mr. Akeman, Electrician, Chalmers........... 1,185 
Mr. Lyman, Plumber, Big Six Studebaker...... 1,750 
ees es EL, SONS o-o-0 dca svete twos dues 380 
es Gn: Se, MI, vk ks wee eee cows e an 0000 
$7,795 
Mr. Smith, the owner 

De iste ak ee Se $1,750 

ae I ev i ha aww’ veces 490 

ey a dn weak eek 600 
2,840 
$10,635 


“Now, if it takes $7,795 worth of transportation to 
move $2,000 worth of work six blocks to earn 60 cents 
per hour, how in H did we ever get this great 
country built up as it is. All of these men own their 
homes, so we can’t get a kick there. Maybe it is spend- 
ing that makes this country what it is, the best on 
earth. China has the system down of not spending, and 
one writer says that that is what is the matter, they 
have no commerce and spending makes commerce. 

“W. T. ANDERSON.” 
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You’ve Never Seen Such 
High Quality at Such a 
Low Price 


No. 3100 Ball and 
Roller Bearing Floor 
Hinge 


For Doors 1% to 2 
inches thick 


The ouly hinge of this type made 
with reversible finishing floor plates 
as well as reversible side plates. It’s 
built for attractive appearance as 
well as long service—and yet the 
price is low. 


The ball bearings both support the 
door and absorb the spring thrust. 


The ball race serves as a bushing 
or bearing for the frame where it 
revolves on the post, preventing 
wear at this vital point. The 
plunger, operating thru extra long 
guides, has a rolling-sliding action 
against the roller ,bearings. 


These and other good features con- 
tribute to make the “Allith’ the 
hinge you want. 


ALLITH-PROUTY 
COMPANY 


HARDWARE MANUFACTURERS 


DANVILLE ILLINOIS 


Representative Jobbers Distribute 
A-P Products 
throughout the United States 
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MY AY 


UNLQADERS 


MYERS O.K. LOADER Ty 
ABR FORSTEEL OR WOOD ae | 














sete 6 Fon Ina 42) 
FEMWERSE BRO ‘« 


In many localities hay making is from two to four 
weeks late—just starting here, perhaps half finished there. 
This delayed season is carrying with it a corresponding 
late demand for Myers Hay and Grain Unloading Tools. 
Orders for Myers Unloaders, Forks, Slings, Pulleys, Tracks 
and Fixtures continue to come in from all quarters of the 
country. 

If your stock of Myers Hay Tools is not complete, or 
should you have calls for any part of the line which you 
do not happen to have on hand, we are in position to give 
your orders prompt attention. The dependability of the 
entire Myers Line plus the rush service we are rendering 
to our dealers is appreciated by them as well as by their 
hay making customers. 


\ MYERS SURE LOCK SLING UNLOADER A 








WRITE OR 
WIRE 













MYERS 
HAY 





YOUR 
UNLOADING a 
TOOLS " eg 
UNLOADERS Myers Unload, 
FORKS Pulleys Hi o abs 
SLINGS sent Shi “9 
TRACKS ments may be re: 
PU LLEYS f on al ae 
f . 
AND — 
FIXTURES 





THEF.E.MYERS& BROS. **cnic” 


ASHLAND PUMP AND HAY TOOL worRKS 








FORTY YEARS OF HARDWARE 
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his orders very numerous but Mr. Bond attended to 
all the details of his business in the most prompt and 
satisfactory manner. Frequently when I desired to 
break in some young salesman I would send him as a 
helper to Mr. Bond. When one of these young sales- 
men returned from a trip with Mr. Bond I asked 
him how it was that Mr. Bond did so well. “There 
is nothing surprising about it”—replied this young 
man. “In the first place, he works night and day. 
He never quits. It would kill an ox to work along with 
him. I have been with him a month and I feel almost 
like going to a sanitarium. Not only does he work 
hard but he is one of the fastest writers I ever knew. 
He can take down an order almost like shorthand. 
Besides that, he never wastes a minute. For instance, 
when he sits down to eat a meal, instead of sizing up 
the dining room girls or jollying them along, he takes 
out his expense book and posts it up to date. Then 
when he is traveling on a train from one town to an- 
other, instead of playing cards with the other sales- 
men or just smoking, he gets out his catolog case, 
takes it in his lap and proceeds to answer all of his 
correspondence. No”—said this future salesman— 
“there is nothing surprising about A. F. Bond’s suc- 
cess. If every other salesman would work as hard 
as he does they could increase their sales 50 per cent, 
because most of the salesmen I have been with actually 
waste from 25 per cent to 50 per cent of their time. 
Besides that,” he added, “Bond is just as straight 
as a string. He never deceives or fools the customer. 
He always tells the exact truth. He enjoys the entire 
confidence of his trade and when he comes into their 
stores he has them trained to give him their attention 
immediately. They never allow him to wait around 
for them.” 

“How does he do this?’—I inquired. “It must 
sometimes be very difficult to get a retail merchant to 
stop other work and devote his time to buying goods.” 
“Oh, I don’t know”—said the young man. “Somehow, 
Bond has a way about him that prevents merchants 
from asking him to wait. It just wouldn’t seem right 
to have Mr. Bond waiting around. You know he is 
recognized as the King Pin hardware salesman in his 
territory, He is known to sell more goods than any 
other salesman. His time is real valuable and all the 
retail dealers know it, so I just guess none of them 
would take the responsibility of having Bond wait on 
them.” 

I had to smile at this report. This young man sized 
up the situation just right. There are certain im- 
ponderables in life. One of them is why we do certain 
things to certain people and do not dare to do them to 
others. I have seen big, husky, loud-mouthed fellows 
knocked into a corner in a gambling saloon. Nobody 
took them seriously. If they got too loud they were 
just knocked out and laid away. Then I have seen 
other quiet, gray-eyed men come into a gambling house 
and everybody treat them with the greatest respect. 

Once I asked just why one of these quiet men 
received so much consideration. “Why, don’t you 
know who he is?”—I was asked in surprise. “He is 
Bill Smith, the Sheriff of Pocatello County. Everybody 
is courteous to him. They had better be!” So I looked 
at Bill Smith. While he was very quiet and while he 
was not very large, somehow he had something in his 
manner that commanded respect. It is just this some- 
thing that great salesmen like Bond have that we can 
not chart or describe. It is one of the imponderables. 
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Plan Under Way to 
Reduce Industrial Waste 


HE need of eliminating the wastes of seasonal 

idleness has been brought forcibly to the atten- 

tion of the construction industries and the 
public by reason of high labor costs and the failure 
of the building trades to attract young men into their 
ranks, Secretary of Commerce Hoover pointed out in 
a report made public yesterday, in which he urged 
lengthening of the building season, which, he said, 
will mean greater production from the men now 
engaged in the building trades and also go far to 
attract capable apprentices. 

The outstanding purposes of the report are to 
mitigate seasonal ups and downs in the construction 
industries, to stabilize employment, and to lower 
costs. The report was made by the Committee on 
Seasonal Operation in the Construction Industries, 
which was appointed by Secretary Hoover as the 
outgrowth of the President’s Conference on Unem- 
ployment called in 1921. The committee, of which 
Ernest T. Trigg, president of John Lucas & Co., is 
chairman, in its recommendation urges elimination 
of waste caused by seasonal idleness through de- 
velopment of information as to probable future de- 
mands for labor and materials and the development 
of the habit of scheduling construction and repair 
work with reference to that demand. The committee 
found that custom rather than bad weather is re- 
sponsible for building trades workers in most Amer- 
ican cities working less than three-fourths of the 


year. 
Balance Wheel of Industry 


Secretary Hoover, in his foreword to the report, 
declared that construction is the balance wheel of 
American industry and that the value of yearly con- 
struction in the United States amounts to more than 
$5,000,000,000, while the number of employees en- 
gaged in construction, together with the workers of 
the material-producing industries, mounts into the 
millions. 

The report of the committee declares that public 
works are especially well adapted for scheduling with 
reference to seasonal as well as cyclical conditions 
and that the efforts to engage long-range planning 
of a public works deserve the support of the public, 
legislators, and administration officials. Attack is 
made by the committee on the wasteful customs of 
concentrating leases on a single leasing date which 
throws a heavy burden on tenants, landlords, storage 
warehouse companies and public utilities, and it is 
urged that this custom be modified. 

As pointed out by Secretary Hoover, no solution 
is sought or suggested of Government regulation. 
The committee report says that the burden of idle- 
ness falls most heavily not on the producers and 
distributors, but on the employees and the public. 
Construction costs, it declared, are high in part be- 
cause of the seasonal hazard which affects construc- 
tion processes, transportation and distribution. The 
art of construction, it is pointed out, has advanced 
to such a point that the effect of bad weather on 
building operations has been greatly reduced. The 
survey shows that there is today much less manual 
labor on the job than formerly; a greater proportion 
of the work is done in factories or by power ma- 
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UNITED STATES 
Portable Electric 





“The Good Mechanic Knows!" 


North, South, 
Kast or West- 


within six streets in any direction from your business 
location, you'll find portable electric drill prospects. 
Garages, construction companies, factories, structural and 
ornamental iron workers, all have a need for good port- 
able electric drills. 

Get this business with a line of known value—with U. S. 
Portable Electric Drills that have the favor of good me- 
chanics’ everywhere. 
Write for catalog 21-L 
for complete description 
of various types and 
sizes. 
















Type Z 
% inch. For Type BUZZ 
direct or alter- 5/16 inch. For direct or alter- 





nating current. nating current. 


Jacobs Chucks 
Standard Equipment 


GET THIS HANDBOOK 


Every dealer and jobber 
should get his name on our 
mailing list for a FREE 
copy of this new Hand- 
book of Portable Electric 
Drill Practice. It contains 
many unusual uses for port- 
able electric drills, that have 
been sent to us by good me- 
chanics everywhere as a re- 
sult of our recent prize con- 
test. 


We believe it is the strongest 
distributor help ever offered by 
any portable electric drill manu- 
facturer, Send your name on a 
post card now! 


he UNITED STATES 
ELECTRICAL TOOL CQ 


CINCINNATI,OHIO, 
District Sales Offices and Service Stations 
Boston Detroit New York 
Buffalo Houston Philade!phia 
Chicago Kansas City Pittsburgh 
Cleveland Minneapolis St. Louis 


Toledo 
Complete stocks carried in all Service Stations 
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HOSE 


CLAMP 
Adjustable to Lit ary hose of ary Size 





Good every day in the year 
—every year 


The dependability of Universal Hose Clamps is 
directly traceable to good workmanship and good 
material coupled with a fair and square merchan- 
dising policy. 

Good clamps and fair dealing have done more to 
make Universal Clamps the accepted clamps of 
the industry than any other factors. 

Yet Universals are not without their exclusive 
patented features—the “Bead” and the “Scores 
3etween Holes.” 

These features and the genuine worth of Uni- 
versal Hose Clamps are your guarantees. They 
give vou what you need—Service and Satisfac- 
tion. 








The “Bead’’ The “Scores 
. a Between Holes’”’ 


This patented bead or 
ridge is located on the 
“bolt and nut” end 
of the strip. The 
ressure of the nut 
on the overlapping 
metal firmly against 
this ridge. The re- 
sult is a leak-proof 
connection. 


These scores make it 
very easy to break off 
the overlap and they 
leave the edge smooth 
and clean—also speed 
up the job. No 
wrenching or twisting 
—just a quick snap 
with the fingers or a 
pair ot pliers. 
























One size—I1 to *f*elelele'e! leieisle 
3 inches—is ad- 
justable to fit 
any hose of any 
size. isiact ur 
For occasional 
needs of small 
hose we _ also [EP sei et elels 
make a Junior OWN etel eis 
clamp %4 to 1% | 
in. 


i*elelaiteteleleieie 


PtP Tr rv, ’ 
* - of Uf s) 
ft wl @lelelelalat« 


~'@ @eiele sie 


© 1922 


* ¢\ ele 


Tin 
Universal Hose Clamps 


Accepted by the ‘Trade 


Specify the genuine. Look for the name. 
Universal Industrial Corp., Hackensack, N. J. 
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chinery, which is less affected by the elements than 


hand labor. 
Working in Cold Weather 


Steel and concrete construction with certain safe- 
guards, it is stated, can go forward at low tempera- 
tures, and it is urged that methods of winter con- 
struction developed by leading contractors should 
now be greatly extended. Moreover, it is declared 
that winter work is being done in some cases more 
cheaply than summer work and in others at an in- 
crease in cost which is slight, compared with the 
advantages of holding the contractor’s overhead ex- 
penses by keeping his organization together, the 
shorter time the owner’s capital is tied up in the 
operation and the earlier date at which occupancy 
is made possible. | 

The committee expressed the opinion that a satis- 
factory solution of the single leasing date problem 
and the better knowledge of housing conditions can 
be obtained by means of housing surveys, and care- 
ful study of local shifts of population would be 
valuable to builders in planning their operations. 

It is also pointed out that the banker can aid in 
stabilizing construction, since it is to him that the 
investor is apt to turn for advice. The committee 
suggested that there be a wider use of current in- 
formation and a constant reaching out for further 
data regarding the characteristic trends in the con- 
struction industries. 

“It is highly important in the banker’s own interest 
as well as in the interest of his customers that he 
take account of the seasonal factor,” said the report. 


Importance of Public Work 


Declaring that public works form about 25 per 
cent of all construction activities, varying in the 
last few years from three-fourths of a billion to over 
a billion dollars, the committee said they are there- 
fore of great potential importance in stabilizing gen- 
eral construction activities. Out of 200 engineers in 
all parts of the country who replied to the com- 
mittee’s question, “Are public improvements rushed 
right along in the peaks of the annual building 
season?” 192 answered in the affirmative. The 
comment was frankly added that public works are 
undertaken without regard to private needs. 


Employment Exchange 


The committee called special attention to the report 
of the President’s Conference relative to a perma- 
nent system of employment exchange and to the 
report by Sanford E. Thompson, relative to the prac- 
ticability of continuous construction. The com- 
mittee urged cooperation from all of the many groups 
including the public, architects, engineers, manu- 
facturers, contractors, etc. It was declared that en- 
gineers with very intimate knowledge of the econo- 
mies of off-season construction and probable future 
conditions can often convince their clients of the 
benefits to be derived from scheduling construction 
with due regard to seasonal conditions. It was sug- 
gested that inventive genius of engineers and manu- 
facturers be called upon for help. The manufactur- 
ing industries, it was pointed out, are closely asso- 
ciated with the construction field. The difficulties 
of winter construction, it is explained, present an 
opportunity for study and the development of equip- 
ment to neutralize many of the obstacles which have 
limited the work performed during inclement periods. 
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It is also stated that a number of building material 
producing industries have definitely adopted a pro- 
gram of increasing the off season use of their 
' products by means of advertising, furnishing adver- 
tising material to local dealers, and research in the 
further use of their products. In some cases, it is 
stated, they give seasonal discounts or datings. Ad- 
vertising to apprise the public of dull periods in the 
building trades can be profitably utilized by labor, 
the report stated, in urging cooperation of labor and 
management to increase product and eliminate waste. 
The committee also said that the machinery of na- 
tional organizations is invaluable in the movement 
to level up building activity during the year. 








Keep Up the Good Work 


Mr. Llew 8S. Soule, Editor, 
Hardware Age. 
Dear Mr. Soule: 


You are making some very good points from time 
to time now in the articles appearing above your 
signature. I think there is much help for many 
salesmen in “The Danger of Sales Ruts.” 

We should know when to talk and how to vary 
the same. It is true that many a refreshing indi- 
vidual comes bouncing into an establishment in a 
manner peculiarly his own. This is what we call 
individuality. It is likewise a fact that such an 
individual is usually the one that has a line of 
up-to-date talk and a breezy manner that makes him 
welcome, and, of course, he keeps himself at the top 
by being familiar with current events, trade changes, 
practices, etc. 

Such a fellow has a right to talk. Some wise 
chap has said, “Blessed is that man who having 
nothing to say, says nothing,” and by the same 
token we might add that, happy is that individual 
who having a message to give, delivers it in a very 
acceptable form. 

Keep up the good work. 

Yours truly, 
W. E. KENNEDY, President, 
Ott-Heiskell Hardware Co. 








The Raymer Hardware Co., St. Paul, Minn., believes 
in showing seasonable goods consistently 
and has two inside show windows at the 
right of the entrance in which electrical 
merchandise is always featured. 


The Marion Hardware Co., Marion, Ind., on an initial 
stock investment of $850 in 1923, sold more 
than $36,000 worth of vacuum cleaners by 
demonstration and service. 





Service Hardware Co., Lakewood, Ohio, sells $3,000 
a year in small electrical sundries by tell- 
ing the world every day what it has to offer. 





H. D. Thayer, Conneaut, Ohio, turns over a $5,000 
electrical stock six times a year by means 
of time payments, solicitation, service and 
displays. 
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A Few Facts 
to Remember 


Throughout 26 years the name Warren 
has been indelibly associated with all 
that is best in hardware store fixtures 
—the standard by which other fixtures 
must be measured. 

The practical utility of Warren Fix- 
tures is the measure of efficient fixture 
designs, its strength is the measure of 
quality, materials and structural design, 
its sectional construction is the measure 
of adaptability to any store and the 
simple system of stock-storage estab- 
lishes the standard of store organiza- 
tion. 

Thus, a close inspection of Warren Fix- 
tures leaves but one conclusion:— 
they offer considerable mor¢ in the way 
of sound and substantial hardware 
store fixture value. 


May we offer suggestions 
on the re-arrangement cf 
your store through our 
Planning Department ? 


‘There is No Substitute for Warren Fixtures” 


MFG. CO. 


Chicago, Illinois 


J. D. WARREN 
159 No. State Street 
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(Continued from page 56) 





onass anaes 


unit price has remained practically 
stationary at 12 cents per piece. 

The imports of pen, pocket and other 
folding bladed. knives show a more 
moderate decline having dropped from 
7,670,089 pieces valued at $628,999 for 
the first ten months of 1923 to 6,334,- 
735 pieces valued at $448,938 for the 
corresponding period of 1924. In this 
case the unit price instead of rising 
has declined from 8 cents to 7 cents 
per piece. 

In recording the importations of 
“other cutlery” values alone are given, 
the statistics showing a decrease from 
$405,722 for the ten months of 1923 
to $291,337 for the corresponding 
period of 1924. 


Flexible Tariff Administration 


The complaint with regard to the 
flexible tariff provisions of the Ford- 
ney-McCumber Act is based upon the 
experience of the past sixteen months. 
Specifically, it is charged that the law 
as interpreted and executed by the 
United States Tariff Commission is 
calculated to keep important industries 
in a state of uncertainty bordering on 
complete demoralization and, further, 
that the activities of the Commission 
are motivated largely by political con- 
siderations. 

The only change actually made in 
the tariff schedules pursuant to the 
flexible provisions of the act has been 
the increase in the duty on wheat de- 
creed by the President when the rate 
was raised by Presidental proclama- 
tion from 30 to 42 cents per bushel. 

The increase in the wheat duty has 
caused a sharp reduction in the im- 
ports which have since been cut to 
negligible proportions except in the 
case of wheat imported under bond 
for milling and reexportation. This 
wheat does not come into competition 
with grain produced for consumption 
as flour in this country. 


Claim Commission Sought to Make a 
“Showing” 


Attention is called by the com- 
plainants to the fact that when the 
Tariff Commission fixed dates in June 
and July, 1923, for hearings upon peti- 
tions for reductions in the duty on 
paint brushes, casein and other com- 
modities and representatives of these 
domestic industries protested because 
of the difficulty in procuring the neces- 
sary witnesses during the vacation 
season, representatives of the Commis- 
sion are said to have replied unofficial- 
ly that it was regarded as necessary to 
“make a showing of accomplishments 
under the flexible tariff provisions be- 
fore the convening of Congress.” 

But what followed? None of the 


cases instituted in the summer of 1923 
were completed before the convening of 
Congress and most of them are still 
pending. 

Take the application to reduce the 
casein duty, 


for example. Notwith- 


standing the fact that the experts of 
the commission presumably spent the 
entire summer in an exhaustive inves- 
tigation of the cost of producing casein 
in the United States and in the Argen- 
tine, it was discovered on the eve of the 
convening of Congress in December, 
1923, that no data had been secured in 
the Argentine concerning the cost of 
skim milk, the raw material of casein, 
and the case was thereupon postponed 
until March, 1924, and an investigator 
hurried off to Buenos Aires to obtain 
a basic fact which almost any statisti- 
ciary would have undertaken to secure 
in the original inquiry. 

Throughout the past winter the pre- 
diction was frequently heard in Con- 
gress that the Tariff Commission would 
make no recommendations for reduc- 
tions in the duties on either manufac- 
tured articles or agricultural products 
before the Presidential conventions. 
This prediction was subsequently veri- 
fied. 

A few days ago another hearing was 
ordered on the casein duty problem, but 
the phase discussed dealt merely with 
technical accounting methods. An ad- 
journment was taken to allow briefs to 
be filed, and the prediction is now free- 
ly made that the commission’s recom- 
mendations in this case will not reach 
the White House until after the ides 
of November. 

The constitutionality of the some- 
what remarkable dye provisions of the 
Fordney-McCumber Act has just been 
upheld by the United States Court of 
Customs Appeals in the case of Kutt- 
roff, Pickhardt & Co., Inc. The ques- 
tion involved was whether Congress 
was in the right to base the import 
duty on dyestuffs upon their domestic 
market value rather than upon the 
“foreign market price in usual whole- 
sale quantities on date of shipment,” 
as provided for the great bulk of im- 
ported commodities. In announcing 
this opinion the court makes the fol- 
lowing sententious declaration: 

“Congress was strictly within its 
rights in fixing an ad valorem rate of 
duty on imported coal-tar products and 
in defining the American selling price 
or United States value as the value 
to which that rate should be applied. 
Whether the power to lay duties and 
collect them was well or badly exer- 
cised in the enactment of paragraph 28 
and section 402 is not for us to say; 
that is a political not a judicial ques- 
tion.” 

Of course, the significance of this 
decision is much broader than its ap- 
plication to the dyestuffs. schedule. 
Numerous other duties provided in the 
Fordney-McCumber Act are based on 
American market value; also it is obvi- 
ous that in sustaining this method of 
assessing duties the Supreme Court has 
justified a procedure which is likely 
to be resorted to very freely in the 
next revision of the tariff law. 
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Efficient Can Opener Is Radical 
Departure 


The Blue Streak Household Can 
Opening Machine, made by the Turner 
& Seymour Mfg. Co., Torrington, Conn., 
is a radical departure from the usual 
in can openers and is calculated to 
appeal strongly to householders be- 
cause of its speed, simplicity and effi- 
ciency. The Blue Streak, as may be 
seen from the accompanying illustra- 
tion, is designed to clamp firmly to a 
table, cabinet or shelf and to hold the 
can automatically in position, leaving 
both hands free for the cutting opera- 
tion. ; 

The Blue Streak will open not 
only round cans of all sizes, but 
slanted cans, square asparagus cans, 
flat sardine cans, oval cans and all 
kinds of sanitary style cans. In 
operation, the entire top of a can is 
removed with a single revolution of 
the handle, thus permitting the entire 
removal of contents -unbroken. 

The Blue Streak has been tested 
and approved by Good Housekeeping 
Institute, New York Tribune Institute, 
United States Army and Navy De 
partments, Domestic Science experts, 
etc., and is in service throughout the 
world in thousands of homes, hotels, 





s 


restaurants, hospitals, schools, colleges, 
cafeterias, dining cars, steamships, 
battleships, and wherever tin cans are 
used. 

The Blue Streak is economical, as it 
should last a lifetime of ordinary 
service in the home. The chrome- 
vanadium blades are easily removable 
and replaceable at small cost, and will 
it is said cut thousands of cans with- 
out sharpening or changing. The large 
Blue Streak is designed especially for 
hotels, restaurants, hospitals, cafe- 
terias, canners, grocers, and others 
who open a great many cans. For 
household use, smaller size should be 
equally satisfactory and _ serviceable. 

The handle of the Blue Streak is 
of an attractive blue, which should 
quickly catch the eye and appeal to 
prospective buyers, who take pride in 
the possession of finely built house- 
hold labor-saving devices. The Blue 
Streak should also make an extremely 
effective display for the _ retailer’s 
window or counter where it can be 
effectively demonstrated. The House- 
hold size Blue Streak is designed to 
retail at $1.75 and the large size, de- 
signed for hotels, restaurants, etc., 
for $5. 

















July 31, 1924 HARDWARE AGE 65 


OVER FIFTY YEARS 
OF CONTINUOUS MANUFACTURING {S$ THE 


GUARANTEE 


BACK OF 


WICKWIRE PRODUCTS 
SCREEN WIRE CLOTH 


CorRTLAND PAINTED W1RE CLOTH WHITE METAL FINISH W1RE CLOTH 
WICKWIRE PREMIER WIRE CLOTH WiICKWIRE BRONZE WIRE CLOTH 
Gray-Wick WiRE CLOTH 


POULTRY NETTING AND FENCING 


Hex. NETTING “Wickwire BRAND W W Poutctry FENCING 
GRADUATED PouLTRY FENCING 


OTHER WIRE PRODUCTS 


Wire Rops Wire Nalcs WIRE Wire STAPLES 
METALLIC Coat SIEVES Corn Poppers Di1sH Covers 
CopPERAS OR SULPHATE OF IRON 


WE MAKE SPECIALTY IN WIRE NAILS PUT UP IN \ to 25 Lb PACKAGES 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S.A 





Gitdwill Crosses the Counter 


when you sell the Tremont Brand 


To sell Tremont Hardened Steel Cut Nails means to sell satisfaction 
and true value to your customers. Tremont Hardened Steel Cut Nails 
are made from high carbon steel, carefully tempered. They are scien- 
tifically designed to drive without splitting the wood and without 
bending or twisting. They are clean cut and always uniform in 
weight, shape and size. They are popular with carpenters and all who 
have occasion to use cut nails because they are easy to work with, 
and they hold everlastingly. 





If value giving is your best selling policy, Tremont 
Hardened Steel Cut Nails should be on your 
shelves. 





TREMONT NAILS 


TREMONT NAIL COMPANY 


205 Lincoln St., Boston 
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NEW ENGLAND MARKET INFORMATION 


CLAM DIGGERS.—People living at the 
seashore are demanding clam diggers, 
as is demonstrated by the increased or- 
ders being received by jobbers for such 
merchandise. 

We quote from Boston jobbers’ 


stocks: 

Clam Diggers.—Six tyne, 26-in. 
handle, $14.30 per doz. net; six tyne, 
extra heavy, 26-in. handle, $19.10; 


Ipswitch pattern, four tyne, riveted, 
aires: broad flat tynes, 26-in. handle, 


COD LINES.—An unusual advance, 
amounting to 70 per cent or more, in 
tarred cod lines is reported by the 
wholesale trade. The advance was made 
by manufacturers to offset the rise in 
raw cotton, they not having changed 
their prices for some time. 
We quote from Boston jobbers’ 


stocks: 
Cod Lines.—Tarred, No. 2, $1.10 
ee 30. net; No. 4, $2.20; No. 6, 


CORN CUTTERS.— Continued good 
business in corn cutters is reported by 
the jobbing trade here. Individual or- 
ders, as a rule, indicate conservatism 
among the retail trade, but collectively 
they foot up well. 


ok quote from Boston jobbers’ 


stoc 

ee Cutters.—Vermont, $3 a doz. 
net; Wallingford, spring A oD No. 
6C 5.35; Brooks corrugated, ' 


COTTON WASTE.—As might be ex- 
pected, in view of the rise in raw cot- 
ton, there has been an upward revision 
in jobbers’ prices on cotton waste, 
amounting to one to two cents a pound. 
Manufacturers previously took similar 
action. 


pes quote from Boston jobbers’ 


stocks: 

Cotton Waste.—White extra, 20c. 
per lb. net; No. XXX, 18c.: No. 
XX, 16%c.; colored standard, 14c.; 


No. 1, 12%c. 
FILES.—One of the manufacturers of 
files is allowing an extra 5 per cent dis- 
count on certain styles and sizes, and 
an extra 2% per cent on others. The 
other manufacturers have taken no such 
action, however, consequently jobbers 
are sitting tight. 
We quote from Boston jobbers’ 
stocks: 
Files. —Nicholson, 50 per cent dis- 


count; Arcade, American, etc., 60 and 


10 per cent discount; hand cut, 7% 
per cent discount. 


FLY PAPER, RIBBON AND SPRAYS. 
—Now is the time to get after Mr. 
and Mrs. Fly, and the hardware mar- 
ket offers various means of doing so to 
the benefit of the retail dealer. Papers, 
ribbons, sprays and swatters are among 
the fly exterminating mediums. 
We quote from Boston jobbers’ 
stocks 
Fiy ' Paper. —Improved, handy, $1 
per carton; in five carton lots (case), 
$4.50 per case. 


Ribbon.—Tanglefoot, $1 per carton; 
case lots, four cartons, $3.60 per 
case. 

Sprays.—Half pints, $4 per doz.; 
pints, $6; quarts, $10; gallons $32. 

a oPrayers.—Half pints, $2.80 per 


Swatters.—Favorite, cord bound, $8 
per gross; Sure-Hit, $7. All prices 
are net. 


FOOTBALLS.—Although the cost to 
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the jobbers will be slightly higher this 
season they will do business in foot- 
balls on last season’s basis. Jobbers 
are out in the market endeavoring to 
round up business, but it is coming in 


slowly. 


We quote from Boston jobbers’ 

stocks: 

Footbalis.—Boys’ complete i 
oO 


bladders, No. 3, $9 per doz. net; 
4, $12; No. 5, $15. 

Bladders.—For No. 3 and 4 foot- 
a $3.50 per doz.; net; for No. 5, 
FREEZERS.—The recent hot weather 
speeded up sales of ice cream freezers. 
Buying, nevertheless, represents almost 
day-to-day retail requirements by those 
who had previously bought and have 

sold out holdings. 


We quote from Boston jobbers’ 


stocks: 

Freezers.—White Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65; 3-qt. 15; 
4-qt., $8 25: 6-qt., $10.45; 8-qt., $13.50; 
10-qt., $18,00; 12-qt., $21.50; 15-qt., 
$25; 20-qt., $33.20; 25-qt., $42.60. 

Artic, 1-qt., $4 list; 2-qt., $4.60; 
3-qt., $5 oe 4-at., $6.80; 6-qt., $8.66; 
8-qt., $11 10-qt., $14.80; 12-qt., 
$16. 65; 15- o 4d $23.30; 20-qt., $30. 


Jobbers’ discount, 50 per cent from 
store or fact 
Alaska, 1- ted $2. 95 list; 2-qt., $3.45; 
3-qt., $4.10; 4-q $5; 6-at., 0: 
8-qt., $8.20; 10- 2 ” $10. 75; 12- -qt., $14: 
15- at., $17. Discount, 20 and 10 per 
cent. Alaska special, 2-qt., only 
$2.25 less one-third off. 
Auto Vacuum, 1-qat., $5 list; 2-qt., 
$6; 3-qt., $8; 4- -qt., $10. Discount, 
3314 per ‘cent. 
FRUIT PICKERS.—As the time draws 
nearer for New England fruits to ma- 
ture the movement of fruit pickers out 
of jobbers’ stocks increases. Going 
business is quite satisfactory. 


We quote from Boston jobbers’ 


stocks: 
Fruit Pickers.—Peerless, No. 299, 


without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50 


GALVANIZED WARE.—There is an 
unusually good demand for certain 
kinds of galvanized ware for this time 
of the year, garbage cans leading in 
activity. Prices, having not changed 
for some time, the retail trade is érder- 
ing in larger amounts than heretofore. 


We quote from Boston jobbers’ 
— 
Cans.—No. 0180, $2.68 each, 
oles 2 190 $4. 20 each, list; No. 171, 
$3.50: No. 181, ¥ 
Nie Te -qt., $3. net: 10- 
$2.54; 12- at., 3. 78: if. “at. ” $3. 12; 
yer to the doz., $5.62; round bottom 


~+ Fea $4.20; SO Ib: to the doz., 
6 


Tubs.—No. 200, $14 per doz. net; 
No. 300, $15. 

Garbage Cans.—Dover line, No. 4, 
$1; No. 2, $1.40; No. 1, $1.68. 
Ash Sifters.—F avorite, $6 per gee. 
net; all wire, $8.40; No. 19, $3.6 

Watering Pots.—4-qt., $6.25 — 
doz., net: 6-qt., $7; 8-qt., $8; 10-qt., 
$9.40: 12- -qt., $10. 80, and 15-qt., $13. 

Coal Hods. —Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 
$3.40; 17-in., $3.75; galvanized, with 
wood handles, 15-in., $4.34; 16-in., 
$4.80; 17-in., $5.16; 18-in., $5.60. 


HOSE AND ACCESSORIES.—The lack 
of rainfall in most sections of New 
England is quite pronounced. Lawns 
and gardens are drying up. Naturally 
the demand for rubber hose and acces- 
sories is very good. 


We quote from Boston jobbers’ 
stocks: 
Rubber 50-ft. 


Hose. — %-in., in 


lengths, Commercial, 8c. per ft. net; 
Pointer, 9%c.; Leader, 914¢.; Olympia 
oe wound), 10c.; Good Luck, lic.; 


m, 10%c.; Milo, 12%c.; Bull Dog, 
13%c. For 25-ft. lengths add %%c. 
per foot. 


Reels.—Hose, Reel-Ezy, $18 ay — 
net; Victor, $2 ae net; 
Knox, $3.75 each 

Tape. —Bulldog cinta. 45c. per Ib. 


ne 

Gieasheee. — Good Luck, 60c. per 
gross net. 

Sprinklers.—Rain King, $2.33 net. 


IRON AND STEEL.—For the second 
time within a month jobbers have re- 
vised downward prices on iron and 
steel. This time cold rolled steel has 
been reduced 20c. per 100 lb., and re- 
fined iron bars, soft steel bars, steel 
flats, concrete bars, structural steel 
and angles, steel bands and hoops 10c. 


Lo quote from Boston jobbers’ 
stoc 

Steel.—Soft steel bars, $3.26% per 
100-lb. base; flats, $4.15; plain con- 


crete bars, $3.51%; deformed con- 
crete bars, $3.51%%: tire steel, $4.50 to 
$4.75; open hearth spring ‘steel, $5 


and $10; crucible rego) steel, "$12; 
bands, $4.01% to $5; hoops, $5.50 to. 
$6; half unas $4. ‘90; ovals, $4.90; 
hexagons, $3.26%4; cold rolled steel, 
$4.15 to $4.65; toe calk steel, $6; struc- 
1 





turals, angles and beams, $3.36%4; 

plates, $3.36%4 to $3.59. 
lron.—Refined _ bars, $3.26 ; 

‘best refined, $4.6 Wayne, $5.50; 


Norway iron Ba. $6.60; squares 
and flats, $7.10. 

Differentials.—Quantity, lots of less 
than 1000 lb. of a size, 50c. per 100 Ib. 
extra; lots of 1000 to 1999 Ib., 20c. 
extra. 


POULTRY SUPPLIES.—Jobbers re- 
port they have begun to take fall or- 
ders for brooders and incubators. They 
admit, however, incoming business is 
not as good as desired. There is the 
same hesitation on the part of the re- 
tailer in buying such futures as noted 
in most other hardware lines. 


We quote from Boston jobbers’ 
stocks: 


Incubators.—Buckeye line, oil and 
gas heater, No, 1, $26. A oo net; 
No. 2, ; No. 3, $40.43; No. 4, 
age # No. 5, $74.90: pe "14, $11.55; 

16, $19.25: No. 17, $25.73. Queen 
So. style K, No. ~ tor part capacity, 
$16.50 each; ’No. eg osee. $27.50; 
No. 22, 220 eggs, 636.75 No. 1, 8 
cges, $27. 50; No. 2, 135 pity "$37. 50; 

3, 180 eggs, $44.50; No. 4, 275 
a $57, 75; No. 5, 400 eggs, $68; No. 

600 eggs, = No. 35, 800 eggs, 
$132; No. 45, 1000 eges, $157. Dis- 
count, 30 per pg 

Brooders. —Buckeye line, 


18, $15.05 each net; No. 19, 


coal, 


$18.5 5B: 


oil burner, No. 20, $8.23; No. 21. 
$10.85; No. 22, $13. 30; No. 25, coal 
burner, $21; No. OTA, =. burner, 
$12.25: No. 28A, $14; No. $15.75; 


Queen line, No. 1, 600 chick gmk od 
$21.50 each: No. 2, 1200 click capaci- 
ty, $26.50. ‘Discount, 30 per cent. 


WIRE CLOTH.—Individual orders for 
wire cloth coming into the whole- 
sale market call for small quantities, 
but the number of orders received daily 
is large. Consequently the aggregate 
tonnage moved is entirely satisfactory. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—Black, 12 mesh, 24 to 
48 in., $2.40 per 100 sq. ft.; 18, 20 
and 32 in., $2.50; mesh, $2.90. 
Pearl, 13 mesh 4c. per sq. ft.; 14 
mesh, 4%c. Golden bronze, 14 mesh, 
$7.85 per 100 sq. 

Hexagon.—Galvanized, 45 per cent 
discount. Square mesh, 24 to 44 in., 
$80 per 100 sq. ft.; 12 to 20 in., 
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GRIFFIN— 


the hinge noted for clo 


lasting beauty and enduring 
obrength_thatl ta made 
(rom the finest oteel of 
our own rolling milo and a 


made in a wide variety 
produced with the prectse Sanat 


of all types of building 


untformity of automatic construction. We also Manufacture 


Cellar Window Sets, 





a traa 
i ious. | 
| 
; 


ial 


a 





P) ‘ Griffin _Hinges are Hasps and Safety Hasps, 
machinery. made entirely in our Door Handles and Door Holders, 
own mills—each ; butt Brackets, Push Plates, 
wrapped in moisture Drawer Pulls, Door Stops, 
proof paper and packed Sash and Screen Lifts, 
one pair in a box with Barrel Bolts, Corner Braces, 
screws to match. Corner Irons, Washers, etc. 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. 74w.Lake'st.Chicago, ltl. 
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EINVAL 


The “Customers” Who Send a F riend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
stand they have been boosting “Perfect” Screen and 
Hardware Cloth. All the neighbors are talking about its 
quality and fine appearance and passing it on to their 
friends. 


It started some time ago when our Dealer Friends in- 
sured themselves against dissatisfied customers by selling 
better Wire Cloth. 


And now all their efforts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 





INUNAVMAVNUIOITLLULUOLUIT HUA UAT 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 


UUHOULTSUVAAASTUULOLAAUA MURTANOGSOAVOUSSUAOOUA UAL 
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the season. 











“Canning Is Simplified By Using Our Cans” 


Women say: “Canning is a pleasure with your patented ‘Eska’ and ‘Ideal’ 
Self-Sealing Fruit Cans.” No sealing wax, rubber rings or paraffin needed. 
Fruit or vegetables are put in the cans—the covers are forced on tight and 
the double friction surfaces adjust themselves so that leakage is impossible. 


The time saved in canning and the saving on wax, rings and paraffin make 
our cans the most economical to use, as they can be used over and over. 
They’re selling like “sixty.” Good profit. Write for discounts. Now is 


STUBER & KUCK CO. Peoria, IIl. 


Tinware and Specialty Manufacturers 











Walden-Worcester Display 
Boards Will Make Money 


for You 


The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 
your store—3’9” x 1’, 


It will hang on a wall or on 
a post. 


The investment is small. 


The turnover should be at 
least five or ten times a year. 


Whether you are a large or 
small dealer, you will find 
our display boards profit- 
able. 


Walden-Worcester 
INCORPORATED 
General Offices and Factory 


Worcester, Mass., U. S. A. 

















WELL DISPLAYED 
IS HALF SOLD— 


This is especially true of such a well-known, 
high quality line as 


K&E 
MEASURING TAPES 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 
plete and in good order. 








It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 


SEND for DETAILS 


KEUFFEL & ESSER CO. 


NEW YORK, (27 Fulton St. Gen. Off. and Factories. HOBOKEN, N. J. 


CHICAGO ST. LOUIS SAN FRANCISCO 
516 S. Dearborn St. 817 Locust St. 30-34 Second St. 


MONTREAL 5 Notre Dame St. W. 
Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 
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No. 3002 Self-Tightening 
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Made of Stanley cold rolled steel. The ribs prevent ane —— 
the nails from slipping in driving. Round edges saga | 
of strap do not cut the hands. a ra " 
THE STANLEY WORKS Se 3 : ii 
Ho. 8002 New Britain, Conn. 1 nur — | 
Cots of. New York  Ohicago San Francisce = Los =a | 
ew or ——~ - 
800 feet Seattle anne 
Manufacturers of Wrought Herdware end Oarpenter’s Tools e=_— > 
- ———___— 
¢ 
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SPECIAL 
RIVETS 


SCREWS 








SPECIAL SCREWS “° UPSET aw 
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Continenta 


MOLI 


(Reg. U. 8. Patent Office) 


WOOD SCREW CO. 
New Bedford, Mass. 














yi | Wood Screws, Machine Screws, l 
: Cap Screws, Set Screws, Stove 
Bolts, Sink Bolts, Hanger Bolts, 





Nuts, Rivets, Burrs, Specialties 











RUE economy in the selection of Screw or Bolt Products 

consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy. 


REED & PRINCE MFG.CO, 
WORCESTER, MASS..U.S.A. 


WESTERN BRANCH ar CHICAGO- Pa ee ht tl 





6496 















FORSINER | 


Labor or Saving. 





Bores Any Arc 


of a Circle Many 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any arc of 
a circle, a can be guided in any 

direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. ‘For core es, "fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy roll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 








New Uses | : 


| 
: 










———— 











OLIVER;|R 


C ORPQ) 





ACTURERS 
ae a 
1863 


BOLTS, NUTS, WASHERS, ‘WAGON ‘OR TELEPHONE 


ON 








*STEEL 
RATION sesae 


SCREW RAILROAD SPIKES, 


RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE TRACKBOLTS, STEEL BARS, 
GRUBHOES AND CROWBARS  MATERIAL,ETC. BOAT SPIKES, CONCRETE REINFORCEMENT BARS. 


EASTERN OFFICE 


NEW YORK CITY. 





OREO w 10) 5 10 » Grey 


PACIFIC COAST OFFICE 


MONADNOCK BLDG.,SAN FRANCISCO,CAL. 
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new RAPID 
ICE BREAKER 


Ms y 


4 lil. Viz 





The NEW RAPID BREAKER No. 108 


> iy 
: 





Saves Much Time 
Wherever Broken Ice Is Used 
In Hotels. 


Hospitals, 
Drug Stores, 


ICEBREAKER 5 


Sea Food Stores, 
[ce Cream Plants, 
& 100 other places 


Restaurants 
Soda Fountains 


Schools, Offices, 


It runs easily, and breaks a block of ice into small uniform pieces in 











a jiffy. It is built strong and sturdy, and galvanized all over to prevent . 
rust. The teeth are firmly set in the cylinder without the use of bolts, i & 
or nuts, and are guaranteed not to drop out. \ 
NO FUSS — NO MESS — NO WASTE art 

The demand is now—write for prices “2 S 

NORTH BROS. MFG. CO. Philadelphia, Pa. Height 17” 











| Sidewalk Elevator 


This sidewalk elevator, or ash hoist. is de- 
signed for use in mercantile establishments, 
schools, office buildings, churches, hospitals 
or in any type of building where it is nec- 
essary to reach the basement from theside- 
walk level. It eliminates hoisting ashesor 
merchandise by hand with a crank and can : 








be arranged to travel truck height if neces- 


Sary. | 
a, ( 
- 











Furnished complete 
with sicel sidewalk 
doors and bow for op- 
erating dwors. 


Write us today for 
complete information. 


KIMBALL Bros. Co. 


1103-19 Sth St., Council Bluffs, fa. 


There is a Kimball 
evator for every 
reguirement 





BALL BRO 


COUNCIL BLUFFS. IOWA 


KIM 


5. Co 








This machine , 
electrically oper- 
ated by means of 
push buttons on 
the car. 


The Detroit School 
Board has instal- 
led twelve in their 
various public 
schools, replacing 
hand and water 
drive apparatus. 
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PROTECTION 


That’s what customers get with the 
Ilco Dead Bolt Night Latch. One 
turn of the key backwards in this 
latch locks both bolt and inside 
knob. Once locked there is no forc- 
ing back the bolt or opening the 
door without the proper key. Big 
seller for homes and stores. 


We also make over 1,000 styles of 
Key Blanks. Write for Catalog 6 


and Prices. 


GD) [INDEPENDENT IOCKCO,@@® 
Mass., U. S. A. 


Padlocks, 





Leuminster 


Manufacturers of Cylinder Locks, 
Key Blanks. 


and 








Heller Shelving in 


Payne-Cummings Hardware Co., 





North Adams, 





Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 
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“UNITED” PRODUCTS m 
Potato, Onion \ 


1G 


and Produce NW 


it 


PICKING BASKETS &y 


Guaranteed to outlast sev- 
eral baskets constructed from 
wood or any other wire 
baskets now being: built. Made 

, from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 


No weak spots in the construction of any of Rub b e r 
our products. Every article is built to meet 


every requirement to which it will be put. This $ 
can be secured only by the Electric Welding i eaded Nails 


process and scientific design. 























are used as bumpers on pianos, 


We also make Automobile Hose Clamps, closet seats, and to receive the 
Camp Grids and Stoves, Poultry Shipping thrusts xe drawers, also ee 
Coops, Exhibition Coops, Feeding Batteries, RES ORG mareng te such: es they 


are attached. 


Bottle Carriers, Baskets of all kinds, Paper 


Balers, Shelves, etc. Stem Tips, made in thirteen sizes, 


especially designéd for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 


We make a large variety of rub- 
ber specialties. Send for catalog 


United Steel and Wire Co. and prices. 


ELASTIC TIP CO. 
30 F onda Ave., Battle Creek, Mich. 370 Atlantic Avenue Boston, Mass. 


Thea 


l Fm “te | i yee 





Write today for catalogs 




















BALLOON TIRES 


Afford additional comfort 
—if car is equipped with a 


SPRINGFIELD 
JACK and PUMP 





Low Pressure 
High Lift . 

Your trade will imme- 8 High 7 
diately recognize the Dimensions: Efficiency 
egg <g> ag Height, closed, 7°, Ex- | Dimensions: 

‘ tends to 17”. 40” tele- 

wr a se scope extension handle. — < 
a la. : 
can be replaced when Ball Thrust Bearing Hose 26”, 
en Capacity of 1 Ton. 5-ply with 
Supplied with 22” or “T hu mm 

28” handle. Lox” Val 
Get your share of this ge _— 
profitable business. C h uc k. 
ae denier oe Weight, 5 


count, 


i} 
i me i 


Gi ord WWood | Price $4.75 Price $4.25 
fford-Wood ©. | 
| Giffc rd-\' OC yood | | The SHAWVER Co. = 


Ibs. 




















MMIII SPRINGFIELD, OHIO a 
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Misisdel | A MILLION KEGS 





A million kegs were sold last year by 
Hardware Stores. 

Are you getting your share of this 
profitable business? 

Best quality kegs direct from a respon- 
sible manufacturer will have a ready sale 
from April to November. 

The best kegs are trade-marked with 
the “Triangle C” and are made only by 








Building activity means an 
demand. Better brace up 
your stock of carpenters’ pencils, 
No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
This pencil can also be had in 
FIARD _iead under our trade 
number 659. 
Send for samples and prices. 


CLEVELAND COOPERAGE COMPANY 
Cleveland, Ohio 


° PENCIL COMPANY 
Sila isdel] PHILADELPHIA =—sULS.A. Builders of “Triangle C” Barrels VW —“Built Right to Hold Tight” 














ARMSTRONG’S 


O0C0e 


can cash Improved Nipple Holder 
in on Ney’s 
reputation No. 20 for No. 2 Stock 


A reputation for Range %4—1” Right or Left 


building farm equip- 

ment of solid worth No. 30—for No. 3 roe 
and practi useful- Rance 1—2” Richt or t 
ness is back of Ney’s E & 

steady growth over a 


a a The right nipple is always on the job 


By tying up with the | line you 

cash in on the value of this es- h e ; 
SS Se ar ke on when you carry one of these tools 
steady dollar-and-cents profits that 
come from handling a line of known 
value and proven merit. 


The Ney Manufacturing Co. ee 


CANTON, OHIO Conn. 
Minneapolis, Minn. Council Bluffs, Iowa 
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When Buying Sole Leather 


consider the 
protection afforded you by the 


Ant = 
YELLOW LABEL 


It guarantees the Quality. 


ALLEN’S SOLE STRIPS 


Made from real bark-tanned selected hides. 


aaeeaeeaentatennee 








er 





THE STANDARD OF COMPARISON FOR OVER 
30 YEARS. 


MANUFACTURED BY 


N. R. ALLEN’S SONS CO. 
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KENOSHA, WIS. 
_ 





The Recognized Leader 


Satisfactory service year in and year out 
has won for GALVANOID the pre-eminent 
favor of the trade. It is heavily zincked 
after weaving by our modern electric pro- 
cess. Then a transparent coating of varnish 
is baked on. This protects the attractive 
finish and adds to the firmness and dura- 
bility of GALVANOID. 


ORDER THRU YOUR JOBBER 
We also manufacture 
“AMERICAN BRAND” 


PAINTED—BRIGHT GALVANIZED—BRONZE 
—COPPER—SPECIAL GRADES 


American Wire Fabrics Corporation 
Subsidiary of Wickwire Spencer Steel Corporation 


General Offices: 41 East Forty-second St., New York 
Western Sales Office: 208 So. LaSalle Street, Chicago 


Detroit San Francisco 


Buffalo Philadelphia 
Worcester uffa , yo P Seattle 














i 

Waen a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know v hat he 
wants and who know how to 
provide for those wants. 





Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 
































The Only Control 


With a positive lock at the 
sash to control all rattle. 


MONARCH 
Controt-tock 


A big advantage that helps you get extra profits on 
casement windows. Attached concealed or exposed, 
the Monarch Control Lock permits casement windows 
to be opened or closed and securely locked at any 
angle without disturbing screens or drapes. Adver- 
tised regularly in House and Garden, House Beauti- 
ful, Literary Digest and other magazines your cus- 
tomers read. 

Write for illustrated descriptive Manual and prices. 


MONARCH METAL PRODUCTS CO. 





4960 Penrose St. St. Louis, Mo. 





Also Manufacturers of Monarch Automatic Casement Stay and 
Monarch Casement Check. 
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“You always come 
back to W. ROSE” 


said a delegate at the 1922 Bricklayers’, Masons’ and 


Wi ebusch Plasterers’ Convention. 
an 


Hilger Ltd. 
Agents Wm. Rose & Bros. 


106 to 110 Lafayette St. Sharon Hill, Pa. == 
New York No. 113. 54%” Wide. 


No. 213. 6” Wide. 


”™ 








STAR HEEL PLATES KEYCO pp ADJUSTABLE. | 


They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Secause they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 


Send us vevr order today. 
PATENT APPLIED FOR 

“Keystone li Made from Alloy Steel, heat treated 

by cae wn penne - rocess. The most decable Wrench on the 

market. Lig ht in weight, can be used with one hand on 


pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


gy. The Keystone Manufacturing Co. 
& KS ™ nos Buffalo, N. Y. 


Sales Representatives—Surpless, Duna & Co. 











~StARN 


‘4 KSI) «No. 4 


55 UL Peoones . SAMPLE 
PETAR" 


“AMID No. 2 


No. 1 





Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


7 These iiiustrations are % size By = the FOR eax te — oe 
reasonably sure to secure a go paying busi- 
STAR HEEL PLATE CO. ness at a fair price, or better still, let the trade 
LOUIS SACKS, Inc. know the kind of a store you are looking for. 
Newark, N. J. . 


No. 0 














Side Lines For Salesmen 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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“Ezyrun” Pulleys 


RUSTLESS — BALL BEARING — NOISELESS 


These features combine to make them 


rofitable, fast-selling pulleys for 
ealers to handle. 

The “Ezyrun” is protected from de- 
structive weather—fully housed and 


easy to operate. Line cannot slip off 
or tangle. 


A practical pulley for gymnasium work. 





Ask your Jobber or write us 


‘ BROOKLYN PULLEY CO., Inc. 
85 5th Ave., Brooklyn, N. Y. 





SHOWLNG INTERIOR 

















LIE 











It’s New— 


It makes rehandling jobs easy—just 
as easy as it makes the sale. 


STUROP’ SQUARE HOLE HANOLE 





LiL) 














The top of 
the hole is 
square and guides 
the shank. The bal- 

ance of the hole is round 
and binds the shank secure- 
ly. Enables the handle to be 
quickly driven on perfectly true 
with the bend. 


Write Your Jobber 
Columbus Handle & Tool Corp., Columbus, Ind. 


NEW SQUARE 
TOP HOLE 


SQUARE SHANK 
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CUSHION 
TIRE 






Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 

convenient full length handholds on both sides of 

ladder permit mounting or descending with ease. | 
Both hands free to remove or replace stock without , 
danger of falling. Cushioned Tired Trolley and | 
Truck Wheels eliminate noise and prevent vibra- | 





:? 





















available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 

Thousands in 


use. Circular on r. MY E 


tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely ro 0 

























Brown Daisy Floor 
Polishing Mop 


The Wonder Style Mop shown 
here is fitted to a highly pol- 
ished hardwood handle and 
nickel. plated clamp holder. 


The life of this mop is prac- 
tically unlimited as it is chem- 
ically wax treated. Is made the 
Wonder Mop Way, “patented” 
handle and mops sold separately. 


Brown Daisy Mop Co. 
No. 56B Sanford St., 
Mattapan, Mass. 





No. 36 Retails $1.35 
Handle 60c. 
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ee «< all profes- 


Payatfe sional barbers, as 


well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 
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i Koken Companies, St. Louis, U.S.A. 











o MARCY ~ ICE PICKS 





THE BEST—FOR LESS 
Let Us Prove It 


MARCY TOOL WORKS, Inc., Putnam, Conn., U.S.A. 


NEW YORK CHICAGO 
75 Barclay St. 180 N. Market St. 








An EXPANSION SHELL 


With a Sure-Dependable Hold 
Superior advantages: 

(1) It grips at the bottom of the hole by 
(2) Burying its jaws in the sides of the 





hule. 

(3) By Underwriters Laboratory test it 
holds until the bolt or the material, 
into which it is placed, breaks. 

(4) When properly set it will not come 
loose. 

(5) Quickly installed. 

Overcomes these disadvantages: 

(1) It is NOT a friction hold. 

(2) No waste from broken or misfitting 


parts. 
(3) Vibration does NOT affect it. 
Made in two types for 15 sizes of bolts, 
Practical in any Solid Material. 
A trial order for testing will soon con- 
vince you. 





Samples on request—No charge. Send for Bulletin No. 55. 


THE PAINE COMPANY 
2951 Carroll Ave. 
33 Warren St. 


Chicago, Ill. 
New York City, N. Y. 














“STERLING” 


@ STERLING 






= 





BEST BY TEST 
Fully Guaranteed 
Free Booklet, “Cutting Hack Saw Costs” 


Diamond Saw & Stamping Works, Buffalo, N. Y. 


NE ES ee a ee 
booklet “Cutting Hack 
Saw Costs.” Dd eckadaaee adhedeevlesedéeabes 
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INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 








SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 








ISOSS} 











American Steel & Wire 


Chicago, New York, Bestes 

a. sit Piet Ce 
a. qt bm 

NAILS, s each a OTe Eile Hot Geld Nails 
INS ENCES 


Les Angeles 
Portland, Seattle 





—— — 
— - ES: American, Royal, Anthony, 
ana eee 
STEEL POSTS 
CONCRETE RE 


INFOR 
BALE TIES: Old reliable brands 
TELEPHONE WIRE 


WIRE fer every purpose 
Quick Delivery. Write us for selling plans. 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 


a 














Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No. 23 “A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 




















LDS 
THE TACK 


Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 94 Portland St., Boston 
































eak- 
age. [Ast price, $1.50. 


ALLEN WRENCH SETS 


with cold-drawn sockets come in combinations covering 
every wrench requirement of m nics and car owners. 
Box Sets and Bag Sets—embodying all features of high- 
grade mechanics’ tools in the satest possible combina- 
tions. Write for booklet and proposition to the Dealer. 


139 SHELDON ST 


THE ALLEN MFG. CO., [Ron 7FSRD CONN: 

















G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 
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y- Moore White Enamel Household Thumbtacks 
RAPID SELLERS AT HOUSE-CLEANING TIME 
for fastening oilcloth or splash cloths to kitchen walls and tables, on pantry shelves, covers om = —<- 











card tables, washable covers on baby carriages, netting to windows or over baby cribs and many 
other useful purposes. Packed 36 to a 25¢ box, 2 dozen boxes to counter display carton. 
List $6.00 per carten; Dealers $4.00 per carton, a profit of $2.00 


Moore Push-Pin Co. (Wayne Junction), Philadelphia, Pa. 


-. 








There’s Nothing Like It ‘Buy 

for Efficiency 

Drawing Materials 

The No. 208 Improved Double . 
Needle Torch generates more heat, Surveying Instruments 
io Ga ie len ae ae oe M 
ne Torch. Both needles nm easuring Tapes 
blunt making it impossible to ruin 
the burner by enlarging the gas from 


orifice, which can be quickly 
cleared by using the upper cleaner 
needle. The lower needle regu- 
lates the flame. No. 208 burns 


DIETZGEN 





No 208 , , ; 
DETROIT MicH.US> poe sce pot ge ae "alee ae Right goods at right prices 
PATENTEO Get a catalog. Drawing Tables, continuously since Year 1885 
CLAYTON & LAMBERT Boards, Scales, 
cas ae T Squares, Tri. EUGENE DIETZGEN CO. 
om Chicago NewYork San Francisco 
No. 208 Torch. 10619 Knodell Ave. angles, Curves, New Orleans Pittsburgh 
Ask for latest price. DETROIT, MICH., U. S. A. Instruments, etc. Philadelphia Washington Milwaukee 











RUSSELL JENNINGS’ 


£3 Ly vi 2 = SOLID HEAD EXPANSIVE BIT 


A Type for Every Service 














THE GOULDS MANUFACTURING COMPANY Creeping of the bit cutter is absolutely pre- 
Seneca Falls, N. Y. vented. Precise adjustment is remarkably 
. easy. 
They are made with both SQUARE 
_ SHANK and PRECISION SHANK. 
The Russell Jennings Mfg. Co. 
! 7 CHESTER, CONN. 
——— 








NO CHANCE OF A SLIP! . The Standard 
The ‘‘Radiovise’’ won't let them pass. A customer must P U T N A M 


be attracted to that extra sales. 
Rolling Ladder 


Putnam Rolling Ladders are 
the standard store equip- 
ment. We carry all stand- 
ard styles and sizes in stock 
for immediate shipment. 


Write for prices. 
Putnam & Co., Ince. 


132 Howard St. 
New York City 


Its bright red color 
reaches the eye of 
prospective customers 
who like to tinker 
around and “make 
their own.”’ 


The radio ‘‘fan’’ and 
automobile owner will 
welcome a vise of un- 
usual value at the 
price. Write. 


— oe, : 
ens 4” 
age WSES2=== 
ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 
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borne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Punches. 
Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 
We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 





























Let) THT General Iron 
ah and Wire Work 
0 ATI ees 



























































Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 

















ATAAENIVEAEATAL EE AEUEEAEEEAEREEE TERE ELAR OR TOD AEAEE TETRA EEL EE 


PADLOCKS. 


FOR EVERY CONCEIVABLE PURPOSE 
FRAIM-SLA YMAKER 


HDW. CO., INC. 
Pa., U. S. A. 


Lancaster 


HARDWARE AGE 








Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 
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MANUFACTURERS OF 40% Ne 
BRAIDED CORDAGE 4 3: / 
AND COTTON TWINES [Ase of 4 , ETC sew am cancers 


BOSTON E 









SUPERIOR 
DROP-FORGED 
WRENCHES 





Over 40 Standard Patterns 
1000 Sizes 
J. H. WILLIAMS & Co. 
“The Wrench People’’ 





NEW YORK BUFFALO CHICAGO 








Waste for Cleaning, Ming S~ Packing. 
Yarn 9g Twine Mops, read Mops and Mop 


Ya 
Cloths sony ‘Cleaning, Wiping and Polishing. 
Wicking for Packing and ng. 

Caulking Cotton, Cotton Rope and Clothes Lines. 
Bleached Cotton for Nitrating. 


Send for samples and prices 


MASSASOIT ne ag 
Fall River, Mass 





MASCO 
PRODUCTS 


(Oot Ramm 606 ut OL a 





350 a “7 














A Faster Selling Mop Offers More 


Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 







handle. Keeps hands out of water. Saves 
time and back-bending. 
Y 
4 MM iy SQUEEFZ7-EZY MOP CO., INC. 


(" (Matin) ) New Orleans, La. 





New York Office ~ - - 
Plain or enameled in 


STRATTO x 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
STRATTON MFG. CO., Stratton, Maine 

















Makers of Every 
Kind of Screw, 
Nut and Bolt. 


The Corbin Screw Corporation 


The American Hardware Corporation, 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 





Successor 








a 


THE FOWLER & UNION | 
HORSE NAIL CO. : 
HORSE SHOE NAILS , 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 





——S 





UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 


— 











58 YEARS AGO 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 
sell on their cutting 
quality. 
American Shearer Mig. Company 
Nashua. N. H. 























BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


WE PROTECT THE DEALER. 

[BS “PTLD SUED BPE 9°. 
Rocking Table Apple Parers 
‘LITTLE STAR and DAISY 
Apple Parer, Corer and Slicers 


Manufactured by HUDSON PARER CO., Leominster, Mass. 


LIVINGSTON-COOPER CORP., Agents 
131 East 23rd Street New York City 
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een 
“She Jools in Lhe Piuid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


QUALITY 
HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


ee 
$44454544 SOCSSSFSCOOFE*ASCESEOSECAES EE OEE HOSS SCSSSTE SEPA EEEEEEEEEEHESHEEOEE EEE EO HEHOEES 
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FORGED 





WEL 
BALANCED 






























THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Ce. 
Hamilton, Ohio 























Imitated But 
Never Equalled 
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Just Off the Press 
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Hardware Age Verified List 


of Wholesalers and Retailers 
Fifth Edition (1924) 


it gives the names and addresses of Hardware Retailers, with 
ratings based principally upon annual sales; and it also shows 
the names, addresses, capitalization, territory covered, number 
of traveling men and the lines handled by Hardware Whole- 
saiers. This data is very useful. The Wholesalers and Retailers are 
listed by states and towns in separate sections in the same book. 
This list is practically indispensable to sales managers, and every 
salesman can profitably carry a copy in his grip, because there 
is no other way in which they can so easily and at so small a 
cost procure carefully verified names of: 

Wholesale Hardware Houses, and Manufacturers’ Agents in the 
United States, Canada and Foreign Countries. 

Retail Hardware and House Furnishing Stores, including Retail 
Departments of Wholesale Houses, and General Stores handling 
a hardware stock in the United States, Canada and Foreign 
Countries. 

5c, 10c and 25c Stores carrying hardware in the United States 
and Canada. 

Department Stores carrying hardware and housefurnishings in 
the United States. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and house 
furnishings. 

Woodenware and WilHow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 

Members of leading Hardware Associations. 

All this valuable information is contained in the Fifth 
Edition (1924) of 


Hardware Age Verified List of 
Hardware Wholesalers and Retailers 


You cannot afford to be without Verified List—just the 
information you need—conveniently arranged, up to the 
oinute, and thoreughly reliable. SEND FOR IT NOW. 


$12.00 


Postpaid 


orgie 


HARDWARE AGE 


(Verified List Department) 
239 West Thirty-ninth Street, New York 
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Business Opportunities 








Retail Hardware Busi- 
ness in Middle West City 
of 55,000 population for 
sale. 

This business has been 
established for fifty years, 
has constantly grown and 
is now and has been a 


profitable business. 
ADDRESS BOX G-216 
care Hardware Age, New York. 


Business Opportunities 





For Sale—Panel and glass door suitable for 
equipping 75 ft. store (both walls), Bolt Cases, 
Nail Counters, Cutlery Cases. In good condi- 
tion, now in storage. Alvin Rich 
Wooster, Ohio. 


O., 


— |} 





A sales company composed of young and aggres- 
sive men of financial means wants a product for 
national distribution. Preferably something made 
of steel on punches, drop hammers, upsetters, 
threaders or similar equipment. We will invest 
the necessary amount provided the article is of 
merit or will take over the entire manufacturing 
and marketing on a royalty basis. Address Box 
G-227, care Harpware Ace, New York. 


Sales Accounts Wanted 





Reliable old established hardware manufactur- 
ing concern desires to act as factory representa- 
tive or broker for New York and adjacent 
territory for domestic manufacturer of tool and 
kindred articles. If not represented in above 
territory, please address Box G-224, care Harp- 
WARE AGE. 





Young man with ten years’ successful selling 
record with large Hardware Pag te desires to 
represent Manufacturers of Tools, Builders’ Hard- 
ware, Cutlery or other item selling to the Hard- 
ware Trade of Southeast. Address Box G-233, 
care HarpwarE Ace, New York. 








Help Wanted 














Sales Representatives ‘Wanted 








FOR SALE: Well established Hardware 
business, since 1903, Southern Penna. Mononga- 
hela Valley district. New building, new Duluth 
fixtures. Location the best in town. A big fu- 
ture. Hustling town. No dead stock. A_rare 
opportunity. Good reason for selling. Don’t 
hesitate. Address Box G-217, care HarpWARE 
Acz, New York. 








Wanted, partner in large retail hardware, doing 
nice business, who can invest from five to ten 
thousand dollars. Good salary for experienced 
bardware man. Address Box G-218, care Harp 
ware Ace, New York. : 





FOR SALE: Hardware stock in southern IIli- 
nois. Good farming and coal mine community, 
on Midland Trail hard road. All new stock, will 
invoice between five and six thousand dollars. 

od store room. Reasonable rent. Terms cash. 
About 30 miles from. St. uis; Address Box 
G-199, care Harpware Ace, New York. 

NEW YORK CITY—Profitable -going .hard-” 
ware store with well .assorted stock of shelf 
hardware will invoice at’$15,000. Excellent buy 
for competent hardware man. Will stand strict 
investigation. Address Box G-225, care Harp- 
warE AcE, New York. 





- 





SALESMAN who sells Facto and similar 
supplies to consumers in Greater New York. A 
real proposition for a man with vision who can 
deliver. Address Box G-232, care Harpware 
Ace, New York. 





For sale, as a whole or in part, builders’ hard- 
ware and paint business in one of the fastest 
growing southern cities. Building boom now on; 
epportunity for expansion in all hardware lines. 
Reasons for sale business needs more capital. 
Golden opportunity. Address Builders’ Hard- 
ware, care Box 231, Harpware Acre, New York. 





rT) 

For Sale—Splendid hardware and supply busi- 
ness, 50 years old, annual sales about $450,000; 
expense ratio 16 per cent. Splendid location and 
equipment; fine prospects. Will stand closest 
investigation. Located in Western Pennsylvania 
in a growing wealthy city, recognized trading 
center. Opportunity of lifetime. Address Box 
G-230, care Harpware Ace, New York. 





For Sale: One-half or entire interest in first 
class hardware business in thriving town in Fair- 
field County. Must be sold to close an estate. 
For particulars write P. O. Box 463, South 
Norwalk, Conn. 

Good opportunity for man desiring enter hard- 
ware business. Owner desires to sell because of 
other business interests. Inventories about 
7,000. cated in active business inland city. 

ill sell right. Address Box G-228, care Harp- 
WaRE AcE, New York. 








Well improved and valuable land in North 
Dakota can be obtained through a trade on hard- 
ware, implements, harness, paint, lumber, or 
merchandise. Trade to include building and 
houses. Excellent land. Interested to cools due 
to change in business plans. Address Box 33, 
Jamestown, N. Dak. 








*“‘Wanted live wire salesmen with experi- 
ence in sporting goods, to sell high quality 
baseball bats on commission basis for 1925 
season. Men qualifying must be ready 
for service August Ist. Three references 
required and photo.’”” Address Box G 
220 care Hardware Age. 








SOCKET WRENCHES 


A new superior line of interchangeable 
—— wrenches selling fast wherever 
own. 
STATE DISTRIBUTORS AND 
DEALERS 
write for our liberal proposition. 


HUSKY WRENCH COMPANY 
928 16th Ave. Milwaukee, Wis. | 











c 











Positions Wanted 





SALES MANAGER OR EXPORT—Connec- 
tion is desired with manufacturer of hardware 
or allied lines. Have had seventeen ong prac- 
tical experience in the hardware field. Ten 
years of this time has been with present con- 


‘nection as salesman and sales manager of well 


known manufacturer of standard line of tools. 
Applicant is well known to Middle West hard- 
ware jobbing trade. Has had considerable ex- 
~y experience, speaks several languages and 
as made extensive European tours. Desires to 
make change for valid reasons. Age 35, and 
willing to locate any place in the world. Ad- 
dress Box 7062-A, care Harpware AGE, Otis 
Bldg., Chicago. 





_ACCOUNTANT cf proven ability, with prac- 
tical experience in handling credits, collections 
and office detail, desires permanent connections 
with a high grade hzrdware concern. Mentally, 
physically and temperamentally qualified to meet 
the exact requirements cf the wholesale or retail 
trade. Satisfactory recwmmendations furnished. 
Geeeees Box G-207, care Harpware Acz, New 
OTK. 


—_ 








Experienced salesman (34) desires connection 
with manufacturer of line which will sell well 
among hardware and general stores of California. 
Straight commission or salary and commission, 
depending on amount of missionary work neces- 
sary to put line on paying basis. Well ac- 
uainted with market. Address Box 5-A, care 
1ARDWARE AGE, 320 Market Street, San Fran- 
cisco, Cal. 


i 





Salesman, Eastern Pennsylvania, commission 
basis, stoves, furnaces, hot water heating, refriger- 
ators, washing machines, farm lighting, similar 
equipment. Address Box G-235, care Harpware 
Ace, New York. 


a 





Experienced salesman. The last five years with 
one firm calling on tag dept. store and retail 
trade with a spaces oy line through the Eastern 
States and Middle West States. Wishes connec- 
tion permanently with progressive manufacturer 
Ohio territo Prefer other if interesting enough. 
Gilt edge reference. Age 34. Address Box G-229, 
care Harpware Ace, New York. 


WANTED: A-1 Salesman to represent us in 
the State of Texas to the Retail Hardware and 
House Furnishing trade only, on an old and well 
established line of hardware specialties, on a 
10% commission basis. Kindly give references, 
lines now representing, experience, etc. dress 
Box G-223, care Harpware Ace, New York. 








Manufacturers’ Agents, State and District Sales- 
men wanted for the Famous Grey Hound Line, 
including HI-Power-IT, the old proven and best 
anti-knock fuel known. Write for details. Onl 
reliable dealers and men considered. Custom Oil 
Mfg. Co., 1332 E. 54th St., Chicago. 


a 





Salesmen interested in attractive assortment of 
dog collars, dog harness, etc. to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has good territory 
= for the right men. Only hard workers and 
those with representative lines need apply, giving 
all details, territory, etc., in first letter. P. O. 
Box 130, Patterson Post Office, Baltimore, Md. 


[ en 


WANTED: MANUFACTURERS’ DISTRICT 
SALES MANAGERS OR SALES AGENCIES 
FOR “OLD GARDENER” HIGH GRADE 
CONCENTRATED ODORLESS FERTILIZER. 
TERRITORY FROM ST. LOUIS TO BO 

TON. AN ADVERTISED, PROVEN PROD- 
UCT. RAPIDLY ret te OU 

















1205 
HAMBER OF COMMERCE, PITTSBURGH. 





WANTED—Salesmen to sell a line of rubber 
force cups to jobbers, dealers, department stores, 
plumbers, etc. An easy seller and a good com- 
mission to salesmen who can handle a side line. 
Address American Spring Force Cup Mfg. Co., 
4619 Lincoln Ave., Chicago, III. 


| 





Salesmen to sell on commission hardware, 
tools, regular goods, specials and job lots, one 
to cover Chicago and vicinity and one for the 
entire State of Pennsylvania except Philadelphia. 
No objection to side lines, providing they do not 
conflict. Will pay commission on mail orders as 
well as orders taken. We have customers in 
both territories. Address Box G-236, care Harp- 





warE Ace, New York. 
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Sales Representatives Wanted | Sales Representatives Wanted | Sales Representatives Wanted 
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production. 





can now obtain a line previously limited to distribu- 
tion in the East because of heavy demand and limited 
Production is now expanded and can 
take care of additional business from upper New 
York, Pennsylvania, West Virginia, Virginia, District 
of Columbia, Missouri, Ohio, Maryland, Kentucky, | 
Tennessee, Louisiana, Texas, and the entire South. 
The quality, price and durability of this line of Cyl- 
inder Rim Night Latches and Cylinder Key Blanks 


SEVERAL HIGH CLASS, ENERGETIC | 


MANUFACTURERS’ REPRESENTATIVES 


and the recognition they possess assure commission 
salesmen an excellent selling and re-ordering line 
with liberal commission proposition and good terri- 
Representatives are wanted who call on job- 
bers and large retailers in these states. 


Reply stating experience and present lines handled. 
All replies will be held strictly confidential. 
Box G-211, c/o Hardware Age, 239 West 39th St., 
New York, N. Y. 


tories. 


AAR 
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Address 











Reputable manufacturer of Automotive Service 
Tools desires active representation on Pacific 
Coast and Southern States to the Automotive 
Hardware and Jobbing trade for popular priced 
Thickness Gauge set and socket wrench sets, 
commission basis only. Address Box G-209, care 
Harpware Ace, New York. 








HARDWARE AGE | 
“DEPENDABLE WANT ADS” 


Let Us Help You Word 


Your “Want.’’ 

















2202 


is the total number of replies for 
1924 which have been received up to 
the closing date of this issue and 
forwarded through this department 
to advertisers using Box Numbers. 
This does not include replies that 
have gone direct to advertisers using 
their signature. 




















Salesman—~-Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, etc. 
Address Box-156, care HarpwAre AcE, 1420 
Widener Bldg., Phila., Pa. 





ADVERTISING——services in catalogs, 
booklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
counsel and agency service. 

Men of experience and ability in selling 
the hardware field know and follow this 
section. 








The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


“They Have a 
Bull Dog-Grip” 























Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 
Economy Mfg. Co. 
5850 Germantown Ave. 
Philadelphia, Pa. 











CRAYONS| 


FOR EVERY PURPOSE 


STANDARD M3228. MEE. 


Sales Dept. 
1016 Unien Bank Bidz., Pittsburgh, Pe. 




















an Can 


TONTAINEAS OF TIN PLATE BLACK IRON GALVANIZED 1ROM #1QAR8 





American Can Company 








SILVER LAKE 
SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mase. 








mete eaten eR eae gan Neem a 
(ee ene 


For over 30 years the leaders in 
making tools for stone workers. 
Catalogue. 


TROW & HOLDEN COMPANY 
BARRE, VERMONT 











VATORS 


and Dumbwaiters 
for House, Store or Warehouse. 
Write for particulars. State your 
— as to size, capacity 





fhe SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohie 











EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch Tubes, Punches and Dies. All 
kinds and sizes made to order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Mass. 











BALE TIES 


Best Made — Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








J. L. THOMPSON MFG CO. 
Waltham, Mass. 
Tubular and Bifurcated 


— RIVETS — 








ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211NewSt., Philadelphia 


‘THES AXES 


Scythes since 1912. Axes since 1886. 


RIXFORD cant Highg ite, Ve. 








SCYTHES 
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INDEX TO ADVERTISERS 











THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 
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tow Do You Buy Wheelbarrows 


Patrge consumers of barrows have 
learned that the economies to be fig- 
ured by performance over a period 
of satisfactory service are the true 
economies. ‘That to make price the 
controlling influence of their buying 
is to pay double through mainte- 
nance cost. 

‘That the wheelbarrow is subject 
to hard service and little care, and 
for these reasons should be of 
the very highest quality. 
Sterling Wheelbarrows prove sat- 
isfactory to both the buyer and 
wheeler, as they not only outlast 
the ordinary kinds, but also are 
designed so as to wheel easy» 
And balance properly. 
Whether youhave a large or— 
small demand you will profit by 


selling “Sterlings. 
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Leg shoes are only 
_ one of the many 
Sterling improve 
PHONES 
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Sterlin g Wheelbarrow (0. Milwaukee, Cis 
Boston, New York, Ch icago, Cleveland, Detroit, St. Louis 
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e “The blade with the reputation”’ 
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STAR HACK SA We 


WARD TEMPERED FLEXIBLE BLADES 


Stars are made in all hard, hy 





Flexible, and Power Blade 
sizes. Dont Say 


Counter Salesman 
and Display Rack 


Helps you get that double turn-over. 
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You can get this new sales boosting, time 
saving STAR Counter Display Rack from 
your jobber without extra cost. 


Send us the names of your nearest jobbers 
and we will have this display rack delivered 
to you. 


CLEMSON BROS., INC. 


MIDDLETOWN, N. Y. 





We Have Something to Tell You About Hack Saw Blades. Write for Booklet. 
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